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‘‘Cooperation Headquarters’”’ 
Home Office Building of the Peoria Life. Owned by 


the Company, without lien or incumbrance of any 
kind. Built from its current receipts, without dis- 
turbing the farm mortgage investments which have 
earned the Peoria Life its reputation for: 


‘‘Policies Strong as Farm Mortgages Can Make Them!”’ 


Sharing the Load— 


After all is said and done, it’s the man out in the field, in contact with his 
prospects, who produces the business. About all the “‘H.O.’’can do is help. 


But it can help. To help in every practical way conceivable is the idea 

behind Peoria Life cooperation with its agents. With sound saleable 

policies to start with: plenty of effective advertising material; stimulat- 

ing campaigns and contests; a snappy monthly bulletin and a thorough 

course in the principles of insurance and selling; frequent visits by 
“H. O.” representatives 


With all these, and more besides, a Peoria Life agent can’t help know- 
ing that the ‘tH. O.”’ organization is always backing up his efforts, and 
straining every nerve to help him make good. 


Peoria Life Insurance Company 


Peoria, Illinois 


Good Contracts to Clean, Live Agents 
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we CHAMPION® , 


The Champion Accident and 
Champion Disability Policies have 
been received with great enthusi- 
asm by our Agency Force. 


These policies are among the 
broadest in their scope of bene- 
fits. They are liberal in the sum 
of their provisions, assuring to the 
policyholder “The Utmost in 
Protection.” 


The Champion Accident and 
Champion Disability Policies are 
easy to sell. 





rere Nay gE 
Send for sample of Champion Policy. tag 
Address: Accident Dept. 
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Accident Insurance Doubles Your Points of Contact 


With Accident and Health Insurance contracts to offer 
your clientele, you double your points of contact— 
add twofold to the service you render—increase your 
clientele—multiply your income. 


Life Insurance provides an estate—Accident and 
Health Insurance protects the income which makes 
possible the accumulation of that estate. Without 
Accident and Health contracts you cannot extend 
your service of protection to its maximum. 


Why cause your client to seek complete satisfaction of 
his insurance needs at the door of a compeditor? 


A Missouri State Life Contract multiplies your op- 
portunities! ’ 


A modern Accident Department offering the latest 
word in Accident and Health Policies is just one of 
the many advantages offered by a contract with us. 
Some other features are: A Group Department — 
Liberal and Attractive Policies in Life Insurance— 
Non-Participating and Participating Policies —Age 
Limits, 10 to 65—Extended Limits, $300,000 on one 


Life—Sales Service Department. 


Our Expansion Program isdeveloping. Branch 
Managers and General Agents in large industrial 
centers offer attractive connections to big writers 
and brokers. 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


M. E. Singleton, President 


LIFE ACCIDENT 


Home Office: St. Louis 
HEALTH GROUP 
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WICHITA WAS CENTER 
_FOR KANSAS AGENTS 


Third Annual Sales Congress Held 
There Last 
Saturday 


PASS REBATE RESOLUTION 


Make Suggestion for Removal of Evil 
from State—Many Excellent 
Sales Talks 





WICHITA, KAN., April 10—The 


| 
| 


third annual Sales Congress of the Kan- | 


Wichita 


most 


underwriters held in 
on Saturday, April 8, and was the 


sas was 


largely attended of any of the sessions 


thus far. The convention was full of 
enthusiasm from the first moment and 
did not have a dull moment from the | 


first fall of the gavel till the end of the 
“The best thus 


comment. 


banquet in the evening. 
universal 


National of 


far of all,” was the 
Oscar L. Hill of the 


Ver- | 


mont presided and the members of the | 


Congress were warmly welcomed by 
John E. Boyer, president of the local 
association. The response was made 


on behalf of the visiting members by 
W. A. Benson, president of the Topeka 
Association. 

Business Outlook 


“The business outlook for 1922” was 
discussed by four local representativ« 
business men, the first three of whom 
followed general lines. S. A. Long, 
president of the Delco Light Company 
clearly defined the facts of the recent 
severe business conditions, following a 
period of business debauch, and the 
great truth that such conditions always 
follow each other and that the pendulum 
always has maintained and always will 
maintain equilibrium. Robert Campbell, 
banker, gave a banker’s analysis show- 
ing the recovery of the financial condi- 
tions during the past few months. C. A. 


Hatton, using the Harvard Forecast 
Chart, analyzed the relation of money, 
speculation and business from the be- 


ginning of 1919 to April 1, 1922, to show 
that we are past the sensational stage of 
the situation and started on the steady 
road to normalcy 


Prophecy for Business 


James P. Sullivan of the Great States 
Life followed these with his very able 
paper on this topic, drawing remarkable 
lessons from the recent experiences in 
which he made this prophecy, that 
“When general business conditions be- 
come good again the life insurance 
salesman will stand on the capstone of 
the pyramid of business.” The Rev. 
Stuart B. Edmundson, of Lake Forest, 
Ill., closed the forenoon 
an address full of inspiration and force 
seldom excelled in any convention. 
Having been an insurance salesman and 
manager as well as a successful min- 
ister, he filled the men with a sense of 
happy service in his vocation. 

President H. S. Nollen of the Equi- 

(CONTINUED ON PAGE 21) 
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| TO HEAD PENN MUTUAL | 


LAW MADE PRESIDENT 


|W. 
| 

| Is Prominent Philadelphia Banker, Now 
| Trustee of Company and Director 

| of Fire Companies 
| President William A. Law of the First | 
| National Bank of Philadelphia was 





| 


president of the | 
Penn 
Mutual 
Life ata 
meeting 
last week 
ot th € 
board of 
trustees, 


unanimously elected f 


of which 
he was a| 
member 
and has 
tendered 


his resig- 


nation as 
the presi- | 
dent of 
the 


to 


~ 


be-| 
come ef- | 
fective} 





June 30 
He will | 
enter|] 

upé his 

new du- 

WILLIAM A, LAW } 1 ¢ i on 

uly 1 

when George kK Johnson retires in 
act in an advisory capacity Mr. John- 


son has been actively ids 


management of the Penn Mutual Life 
for 33 having served as vice 
president in charge of agencies previous 
to being elected to the pre siden Vv 


ntified with the 


years, 


President's Career 


William A. Law is the 
Pennsylvania State Bankers’ Association 
and was at one time president of th 
American Bankers’ Association. He is 
well known in financial interests 
throughout the country, having for 
years taken an active part in the affairs 
of the organization. He is.a director 
of the Fire Association, the Victory Fire 


New 


president or 


and the Reliance Insurance Company. 
Mr. Law is 58 years old and is a native 
of South Carolina. He embarked in the | 
banking sphere as organizer of the | 
Spartanburg Savings Bank in that stat 
and he later became pre sident of the 
Central National Bank of that city. He 
made his start in Philadelphia banking | 
circles as assistant cashier in the Mer- 
chants National Bank and he became 


the president in January, 1910. He was 





elected vice-president of the First Na- 
tional Bank in July, 1910, when that in- 
stitution absorbed the Merchants Na- 
tional Bank and he has b: president 
nce May 1, 1915. 

[The Penn Mutual leads all Pennsyl 
| vania life companies in volume of in- 
surance in force and annual accretions 


with | 


1 


of new business. It also 
third largest financial institution of 
Pennsylvania and towers up among 
America’s oldest, biggest and strongest 
life insurance companies. It will cele- 
brate its 75th anniversary at the 


ranks as the 


home 
office by a convention of its representa- 
tives May 23-25. | 


NEW YORK, Apr 10.—Following 
in intimation contained in a recent Is- 
sue of a Newark daily paper, the report 
has gained currency in life circles that 
Forrest F. Dryden would resign the 
presidency of the Prudential at an early 
late and that Vice-President and Asso 

ate General Cour sel Edward D Dut 
field would likely be ch his succes 

r. The story is purely speculative and 
was probably thrown out to get a defi 
nite idea of the future managerial pol 
of the company. Early in the year, under 
dvice from his family physician, M 
Dryden secured a six 1 ths leave 

ence I ym the direc rs of the Pr 
dential, a d n there ter col 
pa with Mr Drvdet ind their 
daughter, lett tf 1 trip to Bermuda 

land other West Indies islands. Whe 
he will return 1 t definitely k ! 


STORY IS SPECULATIVE 


CLAIM DRYDEN WILL RESIGN 
Newark Daily Paper Evidently Tried to 
Draw Out Prudential as 


to Its Policy 





Had a Surgical Operation 


Nearly three years ago Mr. Drydet 
under ent a scrio gical pcrat I 
tl efttects | i he ha il felt 

ore less time to t Che 
train was not improved ar throug! 
his quiz re ore the Lockwood hou 
1 con ttee last 1 Pp. when Sat 
el Untermyer, cou 1 for the latte 

ly, and who had never | 1 accused 

f undue frie d hip for the Pri lential 

its officials, rake up cident its 
history for a quarter of a cent and 
emanded full « xpla t n b Pre lent 
Dryden 

Examination Was Made 

To set at rest the i ferences throw 
ut by Mr. Untermyer, the directors of 
the Prudential through I ‘ 

( nn 1 er Tuttl f Ne Jerse 

ted the insurance departments of 
New York, Massa tts, Ind 1 and 
several ot r state to 1! Ke tl 
{ oh inve ? iti T th { ) 1 
iffa delvi p< ill to the mat 
ters touched before the Lockwood 
I tte | ( il tio! pr ptiy 
, lertaken BF tly perf j 

1s a complete \ tio the ma 
agement oft t P ential ot past 
ind prese¢ nd hile y»babl d 
ppointing to Mr. Untermyer, wv just 

hat tl se tat il th tl | t \ I 
the company ticipated 

In the abs ‘ \ Drvde M 
Duffield i ' t of the P 
fential and is th eral ' ative 
chief. The field y f the compa 
( nt ue t cdirect ] Vi Pre 
lent I Sup r G I 


Minnesota Mutual Convention Plans 
[he Minnesota Mutual has recently 
announced that the next big i 
r ts re t be held Marcl 

1v2 Phe exact | til I V 
ot been decided, but it is the inten- 


gents will convene a 


some yoint, probably outside of 


Minnesota The convention year 


yn that the 


centr 
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PITHY POINTS AT THE 
CONGRESS AT DETROIT 


Some of the Best Sales Arguments 
Produced by the 
Speakers 


W. W. WILLIAMSON’S TALK 


Stunt Was Staged to Show Some 
Things That Life Men Should 





Not Do 
BY GEORGE BROWN 
DETROIT, MICH., April 10.—The 
es congress of the Detroit Life Un 
vriter \ssociation was run from 
Start to finish on a program as rigid 
un 1 promising as a program ot 
rance laid out for a prospect. The 
eral committees did their work as if 
ning a sales congress was a mere 
itter of office routine. When it is re- 
embered there were some 800 people 
stered, over half coming in here 
other sections of the state, the 
oothness of the whole affair is re 
irkable. 
Ww. W. Williamson's Talk 

Manager W. W. Williamson, of the 
Chicago office of the Phoenix Mutual, 
ypened the program. His subject was 
“12” and surely no stronger theme for 

, ddress ever appeared on a pro 
gram lhe mystic symbol, it appeared, 
covered the space of time and the num- 
ber of words used before a sales talk 
tarts, 

After comparing the preliminary work 
of a life man with that of the farmer 
preparing the ground for development, 
he said: 

“How do you come into an office?” 
How do you turn the door knob? Do 
you do it as if you want to do it, or as 

you wish to find he isn’t in? Do 
you come in your working clothes, full 
yt pep: 


Experience as a Buyer 


“Tl was a buyer time I found 


Vi one 
there were three kinds of salesmen, the 


hap who came in weak and as if he 
were afraid, the one who came in as if 
he didn’t care and was quite satisfied 


to read the newspaper until I was ready 
who told the 


to see him, and the one 
nformation clerk, ‘I want to see Mr. 
Williamson.’ 

[The girl gave me that message as 
he got it and I knew the salesman 
eant what he said I knew that he 

knew I'd be glad to see him The girl 
knew he meant what he said and she 
ik his request as an order. 

‘When ye ire 12 feet into the office 
lo vou feel like a millionaire or like 
0 nts? How clean are you? Are 
ou clean shaven Are your clothes 
tid Have you a bundle of news- 


papers bulging out of your coat pockets 

re you trim and neat like a soldier? 
“You know how nifty you feel when 
xu have had a shave, when your shoes 





March 1. 


gan 


are shined. You feel you're just as big 
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as the man 12 feet away. He sees it 


all in 12 seconds. 
Twelve Inches Away 


“Now you are only 12 inches away. 
He’s getting his impressions rapidly. In 
12 seconds he knows whether he’s go- 
ing to talk with you. 

“Remember, that man has been fight- 
ing death since prehistoric ages. The 
fear of death has come down through 
the centuries He dislikes, resists the 
thought of death, That is what you 
have to overcome when you go to see 
him about life insurance. You sell it 
in the first 12 feet, the first 12 seconds, 
the first 12 words. 

“Going back to the information clerk. 
suppose she does inform her chief that 
you want to see him and says it as if 
you mean that you must see him, and 
then she wants to know your business, 
just tell her, “This is Mr. Williamson.” 
She phones again and you are told to 
walk right in to his office. 


Everything in Twelves 


“What should you say when you get 
within 12 inches of him? Anything 
that will surely attract his attention. 
‘My name is Williamson. I protect 
homes, widows, orphans. I sell life in- 
surance and I want 12 minutes of your 
time?’ is good. Mark that you don’t 
say, ‘May I have 12 minutes’ but ‘I want 
12 minutes!’ 

“The hardest part of your interview 
is over. You have overcome the first 
12 feet, the first 12 seconds, the first 12 
inches and the first 12 words.” 

A. H. Kollenberg Speaks 


The mountain of trouble small cor- 
poration officers, or small business 
partners are up against when one of the 
combination passes on, was the subject 
of a somewhat tec chnical talk by A. H. 
Kollenberg of the Grand Rapids office 
of the Mutual Benefit. It was a very 
thorough exposition of this phase of 
life insurance by a man who evidently 
understands it from soup to nuts, 

It showed, too, that life insurance 
has many angles and requires special- 
ization in its several divisions, just as 
the law and medicine and surgery do. 
His cases demonstrated that a man to 
successfully handle this line must un- 
derstand business itself as thoroughly 
as the special auditor or the efficiency 
engineer. To those who educate them- 
selves to this standard and who prefer 
a cold blooded business line instead of 
one of love and protection of family, the 
business offers handsome returns, for 
it runs into big money. 


Comedy Feature of the Congress 


\ comedy feature of the congress 
was “Closing a Difficult Case” by Hal 
Repaid and William H. Repaid, two 
of Fred Lawton’s staff of the Connecti- 
cut Mutual. It was a burlesque, but, 
unlike the Dottie Dimples of the shapely 
legs and the twinkling toes, it conveyed 
a lesson to the assembled salesfolk of 
life insurance, through its very ab- 
surdity. The lines of the comedy con- 
tained pretty nearly everything that a 
salesman shouldn’t say and the action 
was a suggestion of what not to do. 

Che salesman, Mr. Doolittle (Bill Re- 
paid) was called on the phone by Mr. 
Penrose (Hal Repaid). Mr. Doolittle 
had a full week ahead and had no time 
to bother with insurance but he finally 
surrendered to the coaxing of the pros- 
pect and consented to run over to Mr. 
Preston’s office, provided he could get 
through with him in time for the ball 
game. 

He enters the office, greets the pros- 
pect, tenders him a cigar, helps himself 
to one, nips the end off and spits it on 
the floor, lights up and blows the smoke 
in the prospect's face. He talks about 
everything except life insurance, but 
finally the prospect pins him down. 

The Interview Progresses 


“How much do you want?” asks Doo- 
little. 

“Fifty thousand dollars,” Penrose re- 
plies. 


“Fifty thousand dollars! My God! 
What do you want with all that?” 
Then he enters into a long argument 
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LEADING LIFE COMPANIES IN 1921 | 








ORDINARY LIFE 


Metropolitan (Ord. only) 
Way WOE EAEO. cccccccosccccecececsces 
Bguitable ....ccccccssccveseceesesscces 
Prudential (Ord. qnly) ee ree 
Mutual Life of N. 
Northwestern Mutual Seescaneeesuseaves 
TYAVGICTS cccccccccccccccccsvcccccceecs 
Mutual Benefit ...ccccccccccccvcccccves 
DOE, ng ceeeeervesseeseseerevevseseeeves 
ee Perr Tr TerTUrerri rire 
John Hancock (Ord. only) ......-+..45+-. 
SURO DED oc ncacce saeteescenersenene 
Phaae. PEUCUR .. cccccccccceccccccsecsccces 
New England Mutual..........cseseeees 
Prov. Life & Trust... .cccccccccccscs 





756,489,826 
415 5.984.749 
,204,000,398 
:090,757,509 


GaininIns. New Business 

Paid for 1921 

$391,918,878 $798,841,601 
9,768 594,225,151 

592,443,695 

419,02 4,7 708 
* 





GROUP INSURANCE 


In Force Dec 


yO. 


0, ee ee ee 1,852 
PEED re ecceececenpenneeeces 1,079 
DERE, coc cccdcecccnevceseseresecoes 1,301 
Metropolitan ..cccccccvccccsccccces 1,179 
Connecticut General ........++++. 268 
PPRREOMEURD cc ccccncccccccecccesess 301 
Miasouri State ....ccccccccccccece 53 

Scene kepatewewslbowe vets 6,033 


with the prospect on ie folly of put- 
ting such a lot of money into premiums 
on life insurance when he could do 
better by putting it into his own busi- 
ness. 

He finally agrees to attend to his end 
of it, and goes ahead with the appli- 
cation. However, when he comes to the 
family history, and finds that the bro- 
ther-in-law was killed by being thrown 
from an auto ambulance which was 
conveying his father-in-law to a hos- 
pital, that his mother-in-law died from 
heart failure caused by the death of her 
son and that his wife died of grief over 
the death of her mother, he doesn’t 
think it worth while to take him to the 
doctor. 


Charles B. Blair’s Diagram 


Chas. D. Blair, general agent of the 
Prudential at Detroit, demonstrated his 
sales talk on the blackboard. It showed 
100 men at age 25. At age 60, 31 will 
be dead, one will be rich, four wealthy, 
six will be well-to-do, 28 working and 
30 dependent. 

The closing point is that when the 
entire 100 are gone, one will die wealthy. 
four comfortable, 13 $5,000 to $10,000; 
82, nothing. 


Fake Argument Pulled Off 


A clever bit of publicity, taking place 
of the customary announcement by the 
chairman of the evening festivities, was 
a fake argument between “Bob” Ryan, 
of the Equitable, and “Ernie” Owen, of 
Sun Life, on the platform. 

Owen urged Ryan to come in the 
evening and bring his women folk. Ryan 
argued about being busy, being too old, 
being too busy to dress up and so on. 

Owen met all the arguments so forc- 
ibly and agreeably, that Ryan finally 
agreed to come, 

And he did. 


Endorsement of Life Insurance 


Acting on the suggestion of Archie 
Utter in his recent talk to the Detroit 
Association and as reported by this 
paper, Milton L. Woodward, chairman 
of the congress, secured from the Na- 
tional Bank of Commerce, through one 
of its vice-presidents, the following in- 
dorsement of life insurance. The re- 
produced letter was distributed among 
the visitors to the congress: 

“Our views regarding life insurance, 
both from the personal and commercial 
standpoint, are often solicited. The 
benefits of insurance on the lives of 
men whose management and capital are 
of prime importance to a business have 
been so frequently demonstrated that 
further endorsement of such an expedi- 
ent seems scarcely necessary. How- 
ever, the principle commends itself to 
the modern banker so strongly that we 
often consider it advisable to point out 
to business friends the value of com- 
mercial or business life insurance as 
protection to individuals concerned, and 





. 31,1920 
Amount 

$ 433,645,422 
398,511,146 


In Force Dec. 31, 1921 
No Amount 





353,464,065 318, 085, 180 
280,014,613 289,499,073 
72,776,847 73,106,546 
45,711,457 45,382,320 
8,573,452 14,038,783 
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$1,592,697,002 6,083  $1,540,662,898 


as a legitimate and convenient means 
of improving their credit position in the 
eyes of their bankers. Our confidence 
in a borrower is always enhanced by the 
fact that he carries a sufficient amount 
of life insurance.” 


Shuff Urges Cooperation 


“T am trying to sell to you men and 
women the soul of insurance,” said 


John L. Shuff, president of the Na- 
tional Association. “I want you to be 
more cooperative than competitive. 


Criticism of another company may help 
to wreck it. When it falls, the Asso- 
ciated Press sends the news out all 
over the country. 

“Insurance makes a man do the most 
unselfish act of his life—the protection 
of those who depend on him when he 
dies. His own protection in his old 
age is no less important. 

“You also help to stabilize credit 
because the investment in the business 
is of little value unless properly man- 
aged. 


Must Seek Improvement 


“In your work you must constantly 
improve yourself. You must read the 
insurance publications. The hod car- 
rier pays $75 a year to his union. The 
miner supports it with one-tenth of his 
income. You can’t get socmething out 
of the world unless you put something 
into it. 

“The average time spent on actual 
selling doesn’t average more than thirty 
minutes a day. The hours that you 
waste are just as valuable as those you 
spend in work. 


Always Good Business 


“If business isn’t good one day, it 
will be the next. When the hunter 
asked the Indian if it was ever going 
to stop raining, he replied, after a while, 
‘It alwavs has.’ There are things we 
can’t help and things we can. Why 
worry about what we can’t help? 

“You must learn all there is to be 
learned of your profession. The lawyer 
doesn’t stop at Blackstone; the doctor, 
when he starts out from college. Ig- 
norance is a crime. 

“The local association needs you, and 
you need the association. If you are 
not willing to ioin it, you ought to 
resign and abandon the profession.” 


—_——_____-4 


Baltimore Congress Plans 


May 11—National Life Insurance 
Day—has been chosen bv the Life Un- 
derwriters Association of Baltimore as 
the day on which to hold its second 
annual sales congress. About 600, in- 


eluding associations from all parts of 
Maryland and the District of Columbia, 
are expected to participate. 

Full plans of the congress are ex- 
pected to be completed by the associa- 
tion at its regular meeting this week. 








BOTH DEVELOPED PLAN 
KANSAS CITY LIFE’S PROGRAM 


Educational Ideas Worked Out Inde- 
pendently by President Reynolds 
and New Supervisor 


KANSAS CITY, MO., April 11—It 
is not often that the plans of a company 
and the private life program of an in- 
dividual coincide and emerge into a 
contract so happily as has occurred in 
the appointment of Walter Cluff to de- 
velop the educational program of the 
Kansas City Life. President J. B. Rey- 
nolds has personally handled the train- 
ing of agents and their evolution so far 
as any company efforts in this direction 
have been made; the general agents of 
course caring for the cultivation of the 
salesmen in their own offices. Mr. Rey- 
nolds has had the matter of educating 
life insurance salesmen in a big, broad 
way, towards the largest sort of results, 
very close to his heart. It was the 
subject of his thoughts and studies and 
he had prepared a program which some 
day was to be put into effect. 

Mr. Cluff’s Career 


While President Reynolds was work- 
ing out his educational program, and 
perhaps waiting for the “right man” to 
appear, Mr. Cluff was securing a special 
training for the teaching profession in 
the University of Chicago— —graduating 
and taking a professorship of English in 
a western university. He taught for 
several years, developing and evolving 
his own efficient method of conveying 
to the pupils the spirit and heart of 
literature. Having demonstrated his 
ability as a real “teacher,” Mr. Cluff 
entered life insurance and for ten years 
sold for the Kansas City Life in west- 
ern states. He applied to the selling of 
life insurance some of the knowledge 
of human nature that he had mastered 
in the conduct of his classes. And he 
“demonstrated success” in this field of 
selling. He has usually been among the 
leading producers, one year being the 
company’s largest producer, with a 
volume of $768,000. This volume was 
produced in Nevada and southern Idaho 
—not offhand to be called a particularly 
promising field. There was no policy 
of more than $10,000 and the great ma- 
jority were below $5,000. Mr. Cluff 
produced business every week of the 
ten years that he was an agent for the 
company, operating in Utah and Mis- 
souri, as weil as in Idaho and Nevada. 

Two Plans Coincided 


Mr. Cluff, independently of any con- 
ferences with the officers of the com- 
pany, conceived his own ambition as to 
the sort of work he would most like to 
do, and over several years thought it 
out. When the subject was mentioned 
to the officers of the company, it was 
found that they had already developed 
a program, startlingly similar to that 
of Mr. Cluff, and were waiting for the 
man to “put it over.” 

Mr. Cuff will prepare a course, or 
series of courses, for the stimulation 
and help of the older agents, as well as 
for the grounding of the new men. It 
will include the principles of life in- 
surance as well as its service, and cover 
salesmanship. It will be extended to 
the men through the monthly bulletins 
of the company, through semi-monthly 
pamphlets, and through group sessions 
of a few days each in various cities. 
There will be also a limited amount of 
direct help to the individual agent by 
correspondence. All of these activities 
will of course be carried on through 
cooperation with general agents. The 
first short courses are being held in 
Illinois this week. 


Equitable’s Business 
The Equitable of New York states 
that the business for the first quarter 
of 1922 is larger than the issues of the 
banner year, 1920. March was its big- 
gest month. 
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VALUE OF INTERVIEW 
STRESSED AT CONGRESS 





Composed Main Topic of Okla- 
homa City Sales Program 
Last Week 


OUTLINE UNIVERSITY PLAN 





Dr. Stratton D. Brooks Told of Insur- 
ance Course—Thorp and Others 
Gave Sales Talks 





OKLAHOMA CITY, OKLA., April 
10—Value of calls and interviews in the 
matter of soliciting life insurance, how 
hest to make these approaches, experi- 
ence of those who related their “hardest 
life 
insurance were discussed here April 8 


cases,” and general principles of 
on the occasion of the third annual life 
insurance Sales Congress under the aus- 
pices of the Oklahoma Association of 
Life Underwriters. Dr. Stratton D. 
Brooks, president of the University of 
Oklahoma, explained the proposition of 
teaching fundamentals of insurance in 
the university, a department which has 
been installed there and, in the opinion 
of life insurance men of Oklahoma, one 
of the first schools of the kind attempted 
successfully in a university. 


Puts Responsibility on Agent 


In the matter of the value of “calls” 
or “interviews” when soliciting life in- 
surance, E. S. Emmert, general agent 
of the Northwestern Mutual, Muskogee, 
Okla., gave an interesting talk. Mr. 
Emmert was of the impression that in 
too many cases the agent himself was to 
blame for a poor showing in business. 
The agent must remember that he is his 
own and upon himself lays the 
responsibility of discovering prospects 
and following up the work. Rainy days 
or bad weather too often give the agent 
the notion that it would be useless for 
him to try to make a call on such a day 
“This is just when he should be out,” 
said Mr. Einmmert. “It is the best time 
to catch the business man in his office, 
or the man at home.” 


boss, 


Money Value of an Interview 
Comparison in money value of each 
call or interview, shown in Research 


and Review, was explained and enlarged 
upon by Mr. Emmert. This included 
a somewhat lengthy calculation in fig- 
ures, but it all went to show that the 
greater number of calls and interviews 
always brought the larger amount of 
business. It would be a good thing, he 
thought, for the agent to make a report 
each week of the number of calls, inter- 
views and applications he had made 
His figures showed that the average 
agent works about one-third of the time, 
that is it compared this way with the 
number of working hours of the day, 


and those employed in other lines of 
business. “The foundation of the whole | 
system of soliciting life insurance is | 
the call,” Mr. Emmert said, in closing. 


Thorp Discussed the Approach 


Orville Thorp of Dallas, ex-president 
of the National Association of Life 
Underwriters, explaining the solicitors’ 
qualifications, said the most important 
moment in the life of the solicitor was 
in the way and manner in which he ap 
proached a prospect. Courtesy, sincer- 
ity of purpose, convincing manner to 
help the person desired to be insured 
how to understand the benefit of insur- 
ance, were salient points to be consid- 
ered, it was explained 

An interesting and highly instructive 
half-hour was spent with a study on 
“Case Methods” led by Fred S. Gold- 
standt of Oklahoma City, general agent 


COMPLIMENT COMPANY 
GREAT NORTHERN EXAMINED 


Two Departments File Report on the 
Wausau Institution—Find It Very 
Well Managed 


The Illinois and Wisconsin depart- 
ments have made an examination of the 
Great Northern Life of Wausau, Wis., 
of Dec. 3 The company was re- 
cently purchased by interests connected 
with the Central Business Men’s of 
Chicago. The Great Northern will enter 
a number of new states. It at present is 
operating only in Wisconsin, but has 
already applied for admission to Illinois, 
[owa, Kansas, Minnesota, Missouri and 


as 


Michigan. Its insurance in force Dec. 
31 was $14,594,930. Its insurance in 
force on Feb. 28, this year, was $14,- 
773,700. Its reserves amount to $1,447,- 
006 and its assets are $1,749,761. The 
capital is $112,275 and its net surplus 


$139,076 

The examiners say that the company’s 
financial statement shows a growing and 
prosperous condition. The mortality has 
been low and the net earnings on invest- 
ments high. The examiners say 
“Claims are promptly paid. It deals 
fairly with its policyholders and has a 
low lapse ratio. The company is ef- 
ficiently and economically managed and 
has a satisfied field force. There ap- 
pears to be a fine spirit of cooperation 
both at the home office and in the field.” 


of the Equitable of New York. ‘“Prac- 
tical Psychology as Applied to Insur- 
ance Business” was one of the most 
beneficial items on the program, handled 
by E. A. Braniff of Tulsa, special agent 
of the Equitable of New York. 


Commissioner Hardin Present 


An address which touched on insur- 
ance matters in general was given by E 
R. Hardin, state insurance commissioner 

An hour was spent with George | 
Lackey, Oklahoma City, general agent 
of the Massachusetts Mutual Life, as 
chairman, in experiences of the hardest 
cases agents had closed successfully 
These were- given by different agents 
and reciting the experience in their par 
ticular cases. 

Dr. Stratton D. Brooks, president of 
the University of Oklahoma, explained 
the working of the school of insuranc¢ 
at the university. The school was 
opened at the request of the Oklahoma 
Life Underwriters’ Association, and is 
conducted that those desiring may 
have the opportunity to be drilled in 
the fundamentals of the work. Sales- 
manship, it was explained, must be de- 
veloped by the agent himself. What is 
taught in this scheol may best be under- 
stood by the announcement relative to 
the school as presented in the bulletin 
covering the subject: 

Should Be Versed in Work 


so 





“Life insurance is an important and 
complicated business and the agent who 
succeeds must have a thorough under- 
standing of all phases of that business. 
He should be well versed in the details 


| of his work and the different conditions 


of various forms of policies. He should 
likewise understand the various uses of 
insurance for purposes of protection, 
the providing of annuities, the payment 
of debts, the securing of credit, and be 
able to select and recommend the pol- 
icies suited to the purposes in the mind 
of the insured. In addition to this, he 
must be a salesman and have a prac 
tical working knowledge of the human 


factors which determine the choice 
{policies and the practical methods of 
securing a final decision It is only 


when these things and many more have 
been thoroughly mastered that the agent 
can successfully answer a multitude of 
questions arising in his course of solicit- 
ation of insurance.” 








of | 


RULING ON CIRCLE PLAN | 


CLASSED AS LIFE COMPANY 





Concern Operating on That Basis Not 
on Tax Basis of Fraternal or 
Local Mutual 





WASHINGTON, D. C., April 11 
The regulations relating to the insur- 
ance tax in the revenue act of 1917 have 
been amended by the treasury depart- 
ment as a result of a recent decision of 
the United States circuit court of ap- 
peals in the case of Bankers & Planters 
Mutual Insurance Association vs. Jack 
Walker, Collector. 

The plaintiff association, comprised of 
members brought together without re- 
gard to locality or place for the sole 
purpose of insuring the lives of such 
members, under a business plan which 
divided the members into “circles” of 
1,000 members each, charged a small 
entrance fee, and paid losses by gradu- 
ated, limited collected at | 
time of losses upon the surviving mem 
bers of that particular “circle.” The 
assessments also provided for the main- 
tenance of the business-organization 
and operation, but no reserve, surplus, | 
or other fund was provided, and no 
dividends or profits could be earned 
[he amount of insurance of each mem 
ber was at entrance $100, which amount 
increased after the first six months at | 
f month 


assessments, 


the rate of $12.50 per to a 
maximum of $1,000, provided that all 
dues and assessments were promptly 
paid, and provided that the value of 


any certificate should not exceed the net 


proceeds of a regular assessment Of | 
the surviving members of that “circle.” | 
The court held that the association | 
was not merely a mutual aid society, | 
| 


but was a life insurance company, with- 
of the 


in the meaning of the section 

revenue act imposing a tax on _each 
$100 or fractional part thereof of the 
amount for which any life is insured 


under anv policy of insurance, or other 
instrument, by whatever name the same 
is called, said section not requiring 
profits or dividends as a prerequisite to 
the tax. The decision further held that 
the association is not exempt under 
the subdivision applying to fraternal 
and local mutuals and that assessments 
f alone on 


and collection of the tax not 
the initial certificate value of $100, but | 
also upon the accrued increased valu- | 

| 


tion basis of $12.50 monthly after the 
first six months, was proper, such total 
representing the “amount ot in- 
surance” intended by Section 504(a) o! 


the revenue act of 1917. 


sum 


BOSTON GETS THE GATHERING 





Annual Meeting of the Insurance Com- 
missioners Convention Will Be 
Held August 22-25 





BOSTON, MASS, April 11.—Com 
missioner Clarence W. Hobbs announ: d 
todav that the annual convention of in- 
surance commissioners would be held | 
in Boston Aug. 22-25. ThYs will be the 
first time the convention will have been 
held in Boston since 1873. 

————— 


Insurance Men Backing Pepper 





Prominent and representative insur 
ance men of Philadelphia have opened 
a campaign to bring about the reten- 
tion of George W. Pepper of Philadel- 
phia in the United States senate Phe 
committee in charge of the movement | 
represents practically all of the Phila- | 
delphia offices. Sheldon Catlin, vice- | 
president of the Insurance Company Ot | 
North America, is chairman of the fire 

and casualty committee and George R 

Packard is secretary. F. H. Garrigues | 
of the Penn Mutual is secretary of the 

life insurance committee. Senator Pep- | 
per has been general counsel of the | 
Penn Mutual Life for several years 


WISCONSIN CONGRESS 
HELD IN MILWAUKEE 


All of State Represented in Big 
Gathering Held Last 
Saturday 





NOTABLE SELLING TALKS 


Van Dyke, Shuff and Others Make 
Valuable Contributions to Those 
in Attendance 


MILWAUKEE, WIS., April 11 
With practically every city of Wiscon 
sin represented among the 610 life un 
derwriters attending the second annual 
sales congress under the auspices of the 
Milwaukee 
life 
petus in Wisconsin 


Association of Life Under- 


writers, insurance received an im- 
as the result of the 
selling talks made by experts in their 
line during the afternoon and evening 
sessions of the sales congress on Satur- 
day. Putting life insurance across, not 
over, was the underlying keynote of 
the messages brought to the sellers of 
life insurance. They exchanged ideas 
of ways and means of finding the real 
needs of the public and meeting them 
intelligently by the proper application 
ot some torm or other of life insurance. 


Discuss Business Development 


One of the big thoughts that was 
continually brought out that life 
insurance underwriting has reached the 
standard of a profession, that the un- 
derwriter has developed from an “un- 
desirable pest” to professional man who 


was 


understands his business and whose 
advice and counsel is sought by the 
business man in meeting certain needs 


as are those of the doctor or lawyer 
for other needs. Meeting conditions 
brought about by the war, during which 
life insurance was bought, not sold, 
have brought many new angles into 
selling insurance during this post-war 
period. The development has been that 
life underwriter discovered in- 
numerable ways in which the public, no 
longer buying insurance without being 
sold, can use life insurance to profitable 
advantage, in addition to its protective 
offerings. 

One of the points made clear at the 
was that life insurance for 
purposes will be a big thing 
in this tremendous enterprise from now 
In the meantime, of course, the 
regular and valuable features of pro 
tection for dependents continue to keep 
up an ascending pace, Condensed, the 
motive of the will to find 
the hidden as well as the obvious needs 
of the public, and actually meet them. 
It was pointed out how banks now de- 


the has 


congress 


busimess 


on 


business be 


mand information on lite insurance as- 
sets of the borrower, how retail busi- 
nesses have been started or enlarged 
with the help of insurance, how farm- 
ers are tiding over hard periods by its 
iid, and how men and women have 
been able to arrive in many other ways 
through the good work of thinking in- 
surance underwriters. 


Van Dyke Opens Congress 


After the splendid gathering of lead- 
ing life underwriters of Wisconsin had 
been called to order Saturday afternoon 
in the big assembly hall of the home 
office of the Northwestern Mutual Life, 


Chairman Gifford T. Vermillion, presi- 
dent of the Milwaukee Association of 
Life Underwriters, introduced the first 


speaker, W. D. Van Dyke, president of 


the Northwestern Mutual of Milwaukee 
In welcoming the congress President 
Van Dyke demanded the utmost exer- 
cise of intelligence in the selling of in- 
surance and meeting the needs of the 
public He urged greater diplomacy. 





THE NATIONAL 














HUTCHINSON, KANSAS 


STEPHEN M. BABBIT, President 




















Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


~—{}- 
Contract direct with the 
Company. 

-{}- 
Over $125,000,000 of in- 


surance in force. 
—Oo- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 

















Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 

















|} insurance is and what it is for. 


UNDERWRITER 


He outlined the five elements common 
to every subject of sale, seller, pur- 
chaser, commodity, price and salesman, 
and demonstrated the position of life 
insurance in regard to each, calling for 
confidence and cooperation. 


. 


President Shuff There 

The enthusiasm that marked the re- 
ception tendered President Van Dyke 
and the tribute paid him, was carried 
on when Chairman Vermillion intro- 
duced John L. Shuff, president of the 
National Association of Life Underwrit- 
ers. His address on “The National 
Association and Its Benefits” embraced 


| an optimistic and peppy sales talk which 


gave the Wisconsin life underwriters 
food for thought. Mr. Shuff told the 
gathering that “The greatest business 
in the world is the church. The in- 
surance man who does not believe in 
God, better quit. Next comes insurance, 
life insurance. Outside the church, it 
is the only organization in the world 
having access to all men’s souls.” He 


|urged the establishment of a definite 


goal and purpose in the mind of each 
underwriter and told of the value of 
association effort for this He said 
that the public must be convinced that 
life insurance agents are messengers 
of service and good will. 


Lovelace on “Fitting Needs” 


“Just as the doctor does not come 
to the sick man and extols the merits 
of his pills and the concern making 
them, but first finds out the need of the 
patient and then finds the pill that meets 
the need, so must the insurance man 
today go about his business, consider 
solely the need of his prospective client 
and give him the protection which the 
individual case warrants,” said Griffin 
M. Lovelace, director of the school of 
life insurance, Carnegie School of 
Technology. Mr. Lovelace told of ways 
for finding and meeting the needs of 
the public for insurance. “It is funda- 
mentally human for a man to ask what 
Show 
your prospect what it is and what it 
will do for him. Arouse first a desire 
to get the prespect interested. It is the 
feeling of a need that impels men to 
act. 

Cleary Closed Session 

_M. J. Cleary, vice-president of the 
Northwestern Mutual and former com- 
missioner of insurance of Wisconsin, 
talked on “ Agents’ Responsibility,” clos- 
ing the afternoon program. He said 
that the same responsibility exists for 
the life underwriter to the public as that 
between the doctor or lawyer to his pa- 
tient or client. “The public feels that 
the insurance man should know his pro- 
fession so that it can place the same de- 
gree of confidence in the underwriter as 
in any other professional man,” he said. 
“You are dealing with clients in mat- 
ters of importance to them and their 
dependents, and you must be able to 
assume such responsibility.” Mr. Cleary 
praised the spirit of one insurance man 
towards another and one company to 
wards another, something that was un- 
heard of years ago but has resulted from 
the elevation of the business to the basis 
of a profession through cooperation an? 
association work. The established stan- 
cards, he said, demand the respect of the 
public and it is up to the individual un- 
derwriter to live up to that standard and 
see to it that others do the same. 
Through the association movement this 
can be best accomplished, Mr. Cleary 
said 

Banquet Program 

The sales congress resumed with the 
banquet in the Hotel Pfister on Satur- 
day evening. George 3oissard, 
Madison, president of the National 
Guardian Life, was toastmaster. After 
the banquet, Mr. Boissard introduced 
National President Shuff as an old Cin- 
cinnati friend and lauded him for his 
untiring devotion to the cause of im- 
proving conditions in the life insurance 
business. In talking on “The Human 
Element in Salesmanship.” Mr. Shuff 
brought out many points gained through 
his association in selling life insurance 
for many years. He told the men pres- 
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ent to analyze the prospect to find out 
his needs. “Get the personal touch 
Insurance protects the home, which 
every man holds sacred and wants to 
keep safe. To do your duty as a life 
imsurance salesman you are doing an 
unselfish act. Learn to think right and 
have ideals, then capitalize on them 
Che enthusiasm that you know you are 
right will carry you forward. The man 
who is without enthusiasm doesn’t live, 
he is just going through.” 

Closing Talks 


In a talk on “Sane Optimism,” H. A. 
Moehlenpah, Milwaukee, former mem- 
ber of the Federal Reserve Board, said 
that life insurance itself required optim- 
ism which must be created to sell. He 
described the many signs of business 
revival and said that Americans had 
every reason to be optimistic under the 
favorable conditions we are living in. 

“The knowledge the public is gaining 
about life insurance will change condi- 
tions in this and the coming genera- 
tions,” said C. W. Wassam, professor of 
insurance, University of lowa. “Schools 
that teach insurance are doing a great 
good for the business for those who are 
learning about insurance are the great- 
est boosters for it. Trying to educate 
the public and sell insurance at the 
same time does not bring the results. 
That people are interested in insurance 
is clearly demonstrated in the university 
where 118 students are taking the in- 
surance course voluntarily.” 


POOLS HAVE HAD NO EFFECT 


President A. C. Bigger, of the Amer- 
ican Reinsurance Says Company 
Had Its Biggest Month 


President A. C. Bigger of the Amer- 
ican Life Reinsurance at Dallas, Tex., 
states that notwithstanding the forma- 
tion of reinsurance pools among the 
life companies March was the biggest 
month in his company’s history, the 
total business having been almost $2,- 
500,000. The new figure is $2,251,442. 
Regarding the reinsurance pools Presi- 
dent Bigger says: 

“It is true that a few of our clients 
whose officers have been and are very 
warm personal friends of the officers of 
this company have entered into rein- 
surance pools for what they believe 
will be to their advantage. This of 
course remains to be seen, but they all 
have the geod will of the management 
of this company. We in return have 
the assurance from all of them that this 
company retains their heartiest good 
will. We hope for their excesses over 
and above the requirements of the pool. 
Therefore we see no reason why we 
should be critical of our friends who 
have seen fit to enter these pools not 
withstanding our judgment to the effect 
that many points of friction will arise 
and that the expected profit from such 
a course may be very disappointing to 
some. But these things time only will 
reveal.” 


“Auto Race” Is On 


The St. Louis district of the Standard 
Life of Georgia started their auto race 
to the home office at Atlanta April 1. 
The race will be on until June 1. The 
distance to be covered is about 750 
miles or 1,500 for the round trip. The 
autoists are following the “O. T.” and 
“D” trails through Indianapolis, Louis- 
ville, Nashville, Chattanooga and Rome. 
The contesting cars are a Stutz, Cadil- 
lac, Locomobile and Ford. Each car 
carries a driver and a mechanic. Every 
$1,000 of insurance delivered by a crew 
advances them 25 miles on their way; 
$30,000 delivered carries a crew to At- 
lanta and $60,000 delivered completes 
the round trip. 

The home office offers a free trip to 
Atlanta to the man who produces $40,- 
000 delivered business and the St. Louis 
agency offers half the initial payment 
on a Ford runabout to the highest man 
in the agency, providing he writes more 
than $50,000 
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Acceptable Contracts Satisfactory Policies 


The Michigan 
| Mutual Life 
Insurance Co. 


Detroit, Mich. 


J. J. MOONEY, President 
A. F. MOORE, Secretary 


GEORGE B. McGILL, 
Supt. of Agencies 














WE ARE OPERATING IN THE STATES OF 


Alabama Iowa Mississippi Ohio 

Georgia Kentucky Missouri Pennsylvania 
Illinois Maryland Nebraska Tennessee 
Indiana Michigan North Carolina West Virginia 
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American National Insurance es 


OF GALVESTON, TEXAS 


SHEARN MOODY, 
Vice-President 


WwW. J. SHAW, 


W.'L. MOODY, JR. 
Secretary 


President 


FINANCIAL STATEMENT, DECEMBER 31, 1921 





ADMITTED ASSETS LIABILITIES 

Real Estate Owned............+. $ 896,517.61 Net Reserve, Ansicen Ex- 
Mortgage Loans (First Lien). .....4,108,612.42 perience (3 and 344%).........- $9,261 ,807.63 
CEE BR... cocescsascoensece 1,000.00 Special and ee Reserves 204,251.00 
Loans Made to Policyholders (on Reserves for Death Losses in 

this company's Policies)........1,198,944.47 Process of Adjustment or 
Ns cannucastbabdened ss 00uene 3,536,822.42 Adjusted and Unpaid.......... 105,608.25 
ee AA 977.37 Reserves for Taxes...........++.. 129,129.51 
Certificates of Deposit lation 6,908.28 All Other Liabilities............. 158,244.72 
Interest Due and Accrued........ 237,661.04 Capital Stock...... $500,000.00 
Deferred and Uncollected Pre- : Assigned Funds 243,252.00 

miums (Less Loading)...... 221,999.36 DOTTED s cccececceces 1 1,070, 643.81 
All Other Assets....... oeeseege 493.95 —-- 

Surplus to Policyholders voneeie 1,813,895.81 
TOTAL ASSETS . .$11,672,936.92 TOTAL LIABILITIES. ... ..$11,672,936.92 


Ordinary and Industrial Life Insurance in Force, $157,699,773.00 
Operates in Nineteen States and the Republic of Cuba 


‘‘ANCHOR TO THE ANICO’”’ 


11 











WANTED 
WE WANT A MANAGER 











| in every important center in Indiana where we 
are not represented. Only men of ability and 
| probity will be considered. We offer liberal 
commission contracts to agents and _ salable 
policies to the public. The proposition we 


offer is unusual. Correspondence confidential. 


| 

| GARY NATIONAL LIFE INSURANCE COMPANY 
| Gary, Indiana 

WILBUR WYNANT, President 
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GEO. KUHNS pres. 
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UNDERWRITER 


BUSINESS OUTLOOK 
FOR THE YEAR 1922 


James P. Sullivan of Great States 
Life of Wichita Makes a 
Prophecy 


| SEES BOOM FOR INSURANCE 


In Speech Before Kansas Sales Con- 
gress, He Tells How the Business 


Has Proven Itself 





general business conditions 


“When 
become good again, as they surely will 
some day, the life insurance salesman 


will stand on the capstone of the pyra- 


| mid of business, as the representative of 


that business which will be acknowl- 


edged by all thinking men as the safest, 
best guaranteed, most bullet-proof, most 
conservative and most certain, come 
business of any of the 
business activities which the world has 
9 
ever known. ; 
With that as his prophecy for the fu- 
ture of the business, James P. Sullivan, 
manager of agencies of the Great State 


rain or shine, 


| Life of Wichita, Kan., spoke before the 


Kansas Sales Congress in Wichita last 
week on “Business Outlook for 1922.” 
Mr. Sullivan said that following the soft 
winds of the four years which ended in 
1920, eighteen months of harsh winds 
have been felt by the business world, 
despite many claims to the contrary, 
but that through it all, life insurance has 
gained. 
Great Results Seen 

“It’s an ill wind that blows nobody 

good,” Mr. Sullivan said. “What I mean 


| to imply is that the ill winds, the harsh 
| winds, the storms, the tornadoes, th¢ 


cyclones, the hurricanes which hav 
been blowing over the business world 
eighteen months have 
blown the life imsurance business a 


great good. 


“These ill winds have blown the life | 


insurance business a great good because, 
first they have absolutely proven the | 

insurance business to every man en- 
gaged in the life insurance business; 
second, they have proven life insurance 
to the old policyholders; third, : they 
have proven life insurance to the men 


who never would buy any before; 


ie 
1i¢ 


fourth, they have proven the life insur- | 
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ance business to all of the other busi- 
ness activities of the world. 


Those in the Business 


“Any man here today who has been 
in the life insurance business tor five 
vears or longer, loyally representing one 
company, and efficiently putting even a 
smail amount of business on the books, 
and building up his renewal commission 
interest, any such man must admit that 
the life insurance business has proven 
itself to him in the past eighteen months. 

“These past eighteen months have 
been the months in which the men on 
the road selling all other classes of 
commodity and investment have been 
called in by their houses and retired 
either temporarily or permanently. The 
market for these other investments and 
commodities has at times vanished al- 
most entirely. Those salesmen had no 
continued renewal interest in the sales 
they had made in thi pas t years o1 good 
times. li they had not saved some 
money out of past earnings they were 
up against it. 

Depression Means Business 


“Your old life insurance man _ has 
found on the other hand, that in the 
past eighteen months of ill winds and 
storms, his old policyholder has appre- 
ciated more than ever the value of his 
liie insurance, and has made enormous 
sacrifices along other lines in order to 
retain his life insurance. Your insurance 
salesman who has been in the field 
working, in these eighteen months of 
stress and storm, has found that men 
who, in good times did not give life in- 
surance a serious thought, in these bad 
times have turned about face and are 
wanting life insurance and making sac- 
rilices to get it. 

Much Work Necessary 


“So you see, we've had the best of 
every other class of salesman, because 
at the time when the demand, the mar- 
ket, tor his goods was vanishing en- 
tirely, the demand, the market, for our 


goods was climbing. The very condi- 
tions which have scared people into re- 
trenchment along all other lines have 
also scared them into a desire to expand 
their life insurance coverage. 


“Of course you ha kad to work. 
Business has not walked up to you and 
asked you to write the applications. A 
man who is scared into wanting life in- 
will merely be scared and desir- 
ous and will not act unless you can work 
hard enough to find a way, and show 
him the way, in which he can pay his 
) 


it posits, 


surance 


( 


The Old Policyholders 
“The life 


insurance business has 


|} proven itself to the old policyholder. 


In the past eighteen montks, every man 








paper, etc. 


turn out a high grade job. 


near future, write us. 


Cincinnati 





TO LIFE COMPANIES 


The National Underwriter Company has unusual facilities 
for getting out company rate-books, dividend booklets, 
etc., for companies requiring the finest work, quality of 
Our publication of the Little Gem Life Chart, 
Unique Manual Digest, etc., gives us the necessary ex- 
perience in handling difficult and compact set-ups of the 
pages and proper binding either in real leather or fabri- 
koid. The ordinary printer will have difficulty in han - 
dling this class of work and without experience will not 


Our prices have proved in competition to be the lowest, 
due to the experience and facility gained by our printers 
in handling the Digest and Little Gem. 


If you contemplate getting out a new rate-book in the 
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investments, has gone at one time or | 
another to his saie deposit vault, or 
whatever place he may keep those in- | 
vestments, taken out all of his papers, | 
sat down at a table and divided the en- 
tire bunch into piles. First he came to 
a certificate of stock in an oil company. 
He put that away over in the pile 
farthest from him. It was worth noth- 
I Then he came to a certificate ot! 
ock in a bank He looked at it long |} 
and thoughtfully. He had always con- 
sidered it one of his best securities, but 
he now realized that the ill winds had 
blown away his dividends; not only 
that, but they had seriously endangered 
his principal, and further might ental 
upon him an assesment of his double | 
liability. He put that in the doubttul 
pile 
Life Policy the Best 
“The next security he picked up was 


government bond He knew it was good 
when he bought it. He still felt that it 





would be good tor its face when 1t ma- 
tured, but he knew that, for the purpos 
of ready cash or collateral security, it | 
was not worth par today. He put that 
in a pile labeled good securities. Then | 
he came to a security wh he had 
most forgotten, in fact one which he 
had never rated as a security It was 
I | line, legal rest ] In 

policy He looked it wer long ana 
carefully and found out that it was good 
ollateral, the day he was looking at it, 
or exactly as much as had been guar- 
anteed him on the day he bought -~ 
and further found that it was good col 
iteral security at an interest rate « 
percent or 6 percent. As he thought 


while looking at this security, he real 
ized that it was the one security of them 
all, which, if he were to die, made pro- 
tection for all his doubtful or good 
securities In other words this security, 
which was cash if he should die, pt 
tected his investment in all the ot 
securities against the depreciation co1 
sequent upon a forced sale in bad time 
(CONTINUED ON PAGE 2) 





“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND | 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


* 
This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES (8-7 Bide.) IOWA 


TERRITORY 
IOWA SOUTH DAKOTA 








FIDELITY LEAD SERVICE 


brings the agent into contact with inter 
lif Last year 






ested buyers of life insurance i year 
we distributed 47,604 direct leads—all in 
terested prospects who had _ requested 
information. In 1921 this service, and 
Fidelity’s original policy 

brought us hin 7% f tl 

leled new bt sul 1921 

Fidelity » 40 es k 

net prem basis. Ir i i 
force over $223,000.000. Faithfully serving 


insurers since 1878 
few agency openings for the right 
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Your Four Trump Cards 


G PEED is the SPADE of Lincoln 

Life service. It keeps digging 
away, doing its work thoroughly and 
yet with a dispatch which sends your 
policies to you ready for delivery in 
record breaking time. 


As the worth of the DIAMOND so is 
the value of Lincoln Life acceptance to 
those who hold a Lincoln Life contract. 
It conserves the jewels represented by 
large policies that might have been lost 
if the Lincoln Life did not accept the 
risk on persons with physical impair- 
ments and engaged in hazardous occu- 
pations. 


CO-OPERATION is the HEART of 
Lincoln Life achievement. It produces 
that frictionless efficiency which reaches 
from the Home Office to the most distant 
point in the field. 





The Lincoln Life Educational Course aids in developing 
the driving force of confidence. 


You hold these four winning assets when you— 


—__ ——— - 


(Gina uP (wr we LINCOLN) 
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TheLincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 
Lincoln Life Building Fort Wayne, Ind. 
Now More Than $205,000,000 in Force 
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Wrong Kind of Specializing 


UNconsciousLy, no doubt, many agents 


specialize on one or two forms of poli- 
cies to both the immediate and future 
detriment of themselves. 

With some companies you will find a 


lot of men specializing on long term en- 
partly long term en- 
fit the 
but chiefly 


dowments, because 


dowments needs of a great num- 


the long 


ber of people because 


term endowments of their companies cost 
less than the similar policies of other 
companies 


With other 


many 


companies you will find a 


great agents selling chiefly 20-pay- 


ment life policies. Is it because this pol- 


icy is the ideal for men of 25, men of 35, 
45 and men of 55? 
find 


ordinary 


men of 


Then ordinary life com- 
panies. Is the life the 
that the best ? 


It is interesting to note also that within 


you will 
contract 
fits 


average man 


certain general 


of 


company organizations 


agencies run to particular forms in- 


surance 


Isn’t that tendency, even though it be 


a perfectly natural tendency, a bad one 
for the men who yield to its temptations 
and for the ultimate good of the business 
as a whole? 

It is sometimes said that this condition 
is the result of the limited knowledge of 
life insurance possessed by many agents. 


Such a statement is pretty broad. but it 





can be safely stated that there are still 
too many agents who do not know how 
te present attractively the various forms | 
of policies which they have for sale. They 


may know the various policies and prob- 
ably will agree that the varying insurance 
of the they sell call for 
greater use of the forms they do not sell 


regularly, but many will not admit 


needs people 


too 


their inability to so offer the forms that 
the sale is really easier, or even as easy, 
as the sale of a form that fits the case 


more poorly. 

Less specialization on certain forms of 
policies will make for larger personal pro- 
duction, a higher public regard for .the in- 


surance agent and a reduced lapse ratio. 


Hoover and Housing Loans 


INSURANCE companies will welcome, 


rather than resent, the idea that the fed- 
eral government, with Hersert Hoover 
as the guiding genius, may take up the 
question of financing homes. They 


have not looked with much pleasure on 
any of the schemes proposed by SAMUEL 
like the 
pulsory investment plan from any quar- 
Neither 
enactment 


UNTERMYER, nor do they com 


ter. are they pleased with the 
of 


kind in another. 


of one kind law in one 


But 
the following excerpt from a recent let- 


state and another 


ter of Secretary Hoover does not sound 


ominous: 


There 
tinctly 
certainly fall 
vision and upon 
could be advanced 


is problem that has a dis- 
character that wouid 
within Senator King’s 
which national thought 
by conference; that 
is, the mobilization of finance of home 
building. We have mobilized the com- 
mercial capital of the country through 
the Federal Reserve banks. We have 
mobilized the farm mortgage capital 


one 
national 


Boosting the 


administration of the NATIONAL 
UNDERWRITERS 


THE 


ASSOCIATION OF LIFE is 
greatly pleased with the enthusiastic 
reception accorded by local organiza- 


tions, of the suggestion that May 11 be 


“National Association 


designated as 

Day,” and that each present member 
of the parent body endeavor to secure 
at least one other member. The spirit 


of depression that has obtained among 
a considerable number of field men for 


through the Farm Loan Bureau. We 
are considering mobilizing production 
capital for the farmers through another 
organization. The country badly needs a 
mobilization of the home building capital 
based upon our building and loan asso- 
ciations, insurance companies, and sav- 
ings banks. We have a sound foundation 
upon which to build some sort of struc- 
ture that would cheapen home building 
capital, give it more mobility to all re- 
gions and afford greater security. A con- 
ference to consider this problem would 
be of great value, 

his sounds like a plan to make resi- 
dence realty securities safe for insur- 
ance companies and their policyholders 
and attractive to the men directing the 
investment programs of the institutions. 

When the time insurance 
cials will probably lend a willing hand. 
Mr. Hoover's administration of the de- 
partment of commerce has gained for 


him and 


comes offi- 


a confidence respect among 
business men similar to that which 
enjoyed among some other classes 


a result of his war work. 


he 


as 


Association 


the past few months, is giving way to a 
decidedly optimistic spirit. From many 
directions the pledge is coming in to the 
headquarters of the National 
tion, that a determined drive for addi- 
tional members of the organization will 
be 


associa- 


made, field men promising to throw 
into the effort as much vim as they put 
into the solicitation of new assureds. It 
is a good time to boost the association 
and its work. 
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Irwin J. Muma, manager of the 
Southern California Agency oi the 
Aetna Life, not only maintains his 
agency in second place on the roll of 
honor of the entire field of the Aetna, 
but also finds time to devote to the 
man’s size job of chairman of the build- 


ing committee of the board of education 
of Los Angeles. The duties of 
position include general supervision 
the current construction of 
worth of new school buildings, 


of 


the 


that | 


$5,000,000 | 


selection and purchase of locations for 
| 


new school buildings and play-grounds, 
and the sale of old buildings which are 
to be replaced by new structures, 
well as the sale of school poperty 
located in sections of the city that have 
become unsuitable on account of the 
extension of business and industrial dis- 
tricts. It believed that in area the 
Los Angeles city school district the 
largest in the United States, being 
miles long and 50 miles wide. 

Mr. Muma states that March was the 
best month in the history of his agency, 
both in volume and premium income. 
So far this year three new group con- 
tracts have been written, and _ the 
agency has experienced a group renewal 
record of 100 percent on old business 
ot that character. 


as 


18 


is 


he Elmer W. Snyder general agency 
of pw Massachusetts Mutual in Cleve- 
and put on a very successful contest 
during March. The 75 “ae in the 
territory were divided up, A. Darm- 
statter being captain of ia “Blues” and 
George H. Schumacher of the “Reds.” 
Che “Blues” won by a comfortable mar- 
gin. <A volume of business was written 
which considerably exceeded the March 


production of last year. 
Mr. Snyder invited the wives of the 
agents to the luncheon at the regular 


April meeting of the agency, and gave 
a dinner dance at which more than 100 
attended Miss Davis of the Young- 
town office sang at the luncheon and at 
the evening banquet. 

The banquet was concluded by short 


talks from Mr, Snyder and the team 
captains. Mr. Schumacher, on behalt 
of the losing team, challenged the 
“Blues” for the remaining nine months 
of the year, which was promptly ac- 
cepted. <A theatre party closed the day. 


The family spirit which is peculiarly 
characteristic of this agency was in evi- 
dence throughout the day, proving that 
successful business is entirely compati- 
ble with the best of good fellowship. 

J. S. & L. S. Rosenblatt have formed 
a partnership as Rosenblatt Bros. to do 
a general insurance business in quar- 
ters with the local agency of Eliel & 
Loeb in i ago. They are the younger 
sons of §. J. Rosenblatt of Chicago, 
manager of the State Life, who has 
made a big success in his field. The 
three Rosenblatt boys thus enter the 
insurance fraternity. The old brother, 
Bernard, assistant manager of the 
State Life and has become a successful 
personal producer. L. S. was associated 


is 


with his father’s office for six months 
and J. S. has been a dentist. L. S. at- 
tended the Naval Academy at Anna- 


polis for a year and later took the in- 
surance course at the University of 
Illinois graduating from that university. 
J. S. is a graduate of Northwestern. 
The Rosenblatt family as a whole are 
high grade people. 

Bert C. Nelson of the Northwestern 
Mutual Life at Peoria, Ill, who was 
the 1921 leader in the Marathon Club 
of the agents, led the entire force in 
number of applications in February. 
He wrote applications on 22 lives, or 
a total of $86,000. 


year. Mr. Nelson, in commenting on 
his achievements so far this year, says: 
“After all, we find that business can be 
written if the solicitor goes after it in 


the right frame of mind and works 
harder than he ever did in his life. I 
am working more than eight hours 


every day, but as long as I get results 
I am willing to put in the time.” 

A novel contest, occurring as an an- 
nual event, “Chain Month,” carried 
on by the Western Life of Iowa. 

April is designated as “Chain Month” 


1s 


and each agent is sent a numbered ap- 


60 


plication with an imprint of a chain 
showing one link missing. The num- 
bered application represents a missing 
link of the chain. Each agent is urged 
to help complete the chain, by sending 
in the completed application. 

District supervisors arrange to assist 
local agents in securing their link be- 
fore the 20th of the month; otherwise, 
the “link” is assigned to another agency. 

A prize is given for the largest 
amount of insurance written by one 
“link” and six additional prizes for pro- 
duction during the month. 

C. Peterson of Brattleboro, Mass., 
talented sculptor, has just completed ; 
coe relief of the head of George ang 


a 


president of the Bankers Life of Des 
Moines. The bas-relief will be used for 
the face of the medal which will be 
awarded at the end of the year to mem- 
bers of the “Presidents’ Club” of the 
Bankers Life sales force for 1922. While 
in lowa to make the bas relief for the 
Bankers Life Mr. Peterson visited the 
fama Indian Reservation near Des 
Moines and made _ several bas-reliets 


showing the heads of some of the orig- 
inal Americans who are residents of that 
reservation. 

ago, 


second 


E. S. Albritton, 
vice-prsident in 
agencies of The Minnesota 
resigned to become the part- 
Sam R. Weems at Dallas, Tex. 
During each of the three months that 
Mr. Albritton has been in the field 
since leaving the home office, his per- 
sonal production has exceeded $100,000. 
In additioa to this, Mr. Albritton has 
appointed several very productive 
agents. The Weems-Albritton agency 
the second largest agency of the 
Minnesota Mutual and will probably 
$6,000,000 of business in 1922. 


Chree months 
time 


ol 


long 
charge 
Mutual, 


ner ot 


1s 
produce 


\ striking example of the importance 


of cultivating old policyholders is of- 


fered by the record of J. R. Weese, 
Montana gené@ral agent for the Minne- 
| sota Mutual. Due entirely to his close 


In March he wrote | 


applications on 21 lives for $215,500 in- | 


surance. This is a splendid record in 
spite of the fact that business is said 


not to be as prosperous as it was. 


The Marathon Club of the Northwest- 
ern consists of those agents that write | 
applications on 100 lives or over each | 


follow-up methods on old policyholders, 
Mr. Weese wrote over $100,000 busi- 
ness in March alone on old customers. 
It paid Mr. Weese approximately $2,500 


in one month to keep in touch with 

people he kad previously sold. 
Charles L. Lewin, president of the 

Life Underwriters’ Association of Los 


Angeles and the leader of the entire field 
force of the Pacific Mutual Life in paid- 
for personal production, is the proud 
father of a 7% pound boy, and is kept 
busy receiving the congratulations of 
his many friends in the insurance world 
of California. 


Insurance Commissioner Thomas S. 
McMurray, Jr., of Indiana, underwent 
an operation for appendicitis last week, 
being taken to one of the Indiana hos- 


pitals. His condition was reported as 
very favorable. 
A pretty lively contest is on this 


month between the Twin City agencies 
of the Minnesota Mutual Life under 
A. O. Eliason, state manager. The 
managers of the contest are Thomas F. 
Jardine of the St. Paul agency and J. 
Arthur Williams, manager of the Min- 
neapolis agency. In the city office at 
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Lite Insurance Men— 


A Contract with our Company 
will insure you a prosperous year 


BEST COMMISSIONS—-BEST POLICIES—WRITE US 


RESERVE LOAN LIFE INSURANCE COMPANY 


INDIANAPOLIS, INDIANA 
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posts, 
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Edward G. McCormick, general man- 
ager of the “Rell ince Lite of Pittsburgh, 
returned from a trip to the southern 
branch offices last week. During his 
trip he suffered an infection of the 
throat and since his return he has been 
unable to talk above a whisper 


The Otis J. Backenstoce 
the Missouri State Life at 
secured a | 


agency of 
Tulsa has 
ig group contract from Phil- 
ips Petroleum Company of Bartles- 
ville, Okla., covering its employes and 
those of the two subsidiaries, the Moun- 
tain State Oil Company and the Stan- 
dish Oil Company. The _ insurance 
amounts to $800,000, 


T. W. Blackburn, secretary and coun- 
sel of the American Life Convention, 
has just returned from an extensive 
trip calling on members in the West 
and southwest and reports everyone 
optimistic. Crop conditions are fine 
in Oklahoma, North Texas and Kan- 
sas and business looking up all round. 


Mrs. Frankie M. Ruecker, 
ment manager for the Western Life of 
Des Moines, has announced her wed- 
ding at Easter time to Herman J. 
of Des Moines. Mrs. Ruecker has long 
been prominent among Des Moines 
business women. 

E. L, Harmon, general agent at Port- 
land, Ore., for the Penn Mutual, died 
of bronchial pneumonia a few days ago. 
Mr. Harmon had been with the com- 
pany since 1882 and had held the Port- 
land agency for more than 28 years. 
Arthur B. Furner, of the home office, 
is temporarily in charge of the agency. 


depart- | 


Bass | 


THE NATIONAL 


a race track course —— | “CUT OUT SIDE LINES” | 


| THAT IS P. A. MILLER’S ADVICE 


| Speaker at Wichita Sales Congress Tells 
Why Life Salesman Should 
Be a Specialist 


| WICHITA, KAN., April 8—Pendle- 
ton A. Miller, district manager of the 
E.quitable Life of New York at Topeka, 


speaking at the sales congress here to- 

day on “Cutting Out Side Lines,” of- 

fered a strong argument for specializa- 
tion by the life insurance man and 
pointed out the waste which results from 

P division of energy. He said in part: 

‘There is an old saying that ‘He who 
sits between two stools, sits on the 
floor.” The man who tries to be a life 
insurance man and an expert in many 
other lines of business will probably find 
himself sitting on the floor also. 

“If a man claimed to be a physician, 
dentist, an osteopath. a chiropractor and 
a Christian Scientist, he would certainly 
| be sneered at, yet they are all treating 
human disease. No one would pretend 
to be all of them. Why, we even have 
specialists in each of them—surgeons, 
eye, ear, nose and throat specialists, 
stomach specialists, X-ray specialists; 
dentists who fill teeth, dentists who ex- 
tract teeth, dentists who straighten the 
teeth, etc. 

“Life insurance is not so far behind 
the times. We now have those who 
specialize on income insurance, corpora 
| tion, partnership and business insurance, 
and inheritance tax insurance. Is it not 
possible that the day will soon come 
when a man says to you, ‘I would like 
to buy some insurance for my family,’ 
you will reply, ‘Sorry, but I don’t han- 
die that kind of insurance. I specialize 
in business insurance, but I have a friend 
| who is very good in that line and I will 
' be glad to introduce you to him.’ 


UNDERWRITER 


“Life, accident, health, fire, plate glass, 
boiler, employers’ liability, wind and hail 
insurance are all insurance, but each 
is a business of itself, requiring special 
knowledge, special skill and undivided 
attention. 

“Even though life and accident and 
health insurance deal with insurance of 
human beings, still there is no logic by 
rhyme or reason why one man should 
try to be an expert in all three of them 

“If this is true of different branches 


|of insurance, it is more true of selling 


real estate, oil-well leases, stocks, bonds, 
etc. Surely there is no one more to be 
pitied than a life insurance man who 
dabbles in everything, thereby losing the 


| confidence of the people with whom he 


might do a splendid business if he con- 
fined his attention to life insurance. 
Too Big to Be Divided 


“Furthermore, the life insurance busi- 
ness is too big to be divided with any 


|other business. We all agree that in 


| 


| 


po int of good that it does, life insurance 
is the greatest business in the world. In 
point of size, there are only two lines 
of business that even compare favorably 
with it—banking and railroads. 

“Many of us do not see the big oppor- 
tunity in the life insurance business be- 
cause we are ignorant of the multitude of 
services rendered by the institution. We 
are none too well sold on the business 
ourselves. We are too lazy or indiffer- 
ent to make ourselves an expert, but 
prefer to follow the line of least resist- 


|ance and pick up a dollar here and there 





in the easiest way possible. 

“The man who concentrates on the 
life insurance business and eliminates 
all thought of side-lines is sure to be 
successful, if he will only comply with 
the most elemental rules of success in 
any line of business. Success in the life 
insurance business is not a matter of 
luck but of hard work. It depends on 
just two things: First, knowledge of the 
business, and, second, on seeing the peo- 
ple. The law of average will take care 
of the rest. In every dozen people there 
are always three or four who are good 
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My experience of 14 years as 
a salesman has shown me that no matter 
what you are selling, your success is 
based on the law of average. 

“Concentrate on life insurance. It is 
the greatest business in the world. Keep 
yourself mentally alert; keep yourself 
posted on the latest selling ideas; keep 
yourself in practice. A man always 
works more efficiently who works at his 
business every day. Many of us do not 
tell our story often enough to learn how 
to clothe it in language that will get 
results. 


pt spects 


“Best Talk to Every Prospect” 


“T once went out with one of the best 
salesmen I have ever known He sold 
four people in a row in less than three 
hours on cold canvass. Every applica- 
ticn was taken on a binding receipt 

had my eves opened to the possibilities 
of real salesmanship for the first time 
1 remarked about the tremendous 
amount of energy and enthusiasm that 
he put into his talk and his reply stuck 
with me. He said, ‘It does not take any 
longer to make a good talk to a prospect 
than it does to make a poor one. It is 


|only a littie harder to do my best—to 


give him all I have. I make the best talk 
I ever made in my life to every pros- 
pect.’ 

“Some of us have started out in the 
life insurance business with a rush and 
are pete ring out day by day. What are 
we going to do about it? Are we going 
to peter out in life’s battle as the years 
go by? Or are we going to take a grip 
on ourselves, concentrate on our busti- 
ness and work at it to our fullest ca- 
pacity? We cannot do it by focusing 
our thoughts on oil and gas leases, acct- 


dent and health insurance, fire, boiler 
and wind insurance. Continued talk 
about poor business conditions, about 


competition, about your prospects being 

tco ignorant to appreciate life insurance, 
will not make sales for you. Such 
thoughts are poison. They will wreck 
efficiency just as a monkey-wrench 
chucked into a whirring dynamo will 
wreck it.” 





BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets ... 


$20,700,000.00 





Bankers Life Insurance Company, 
Lincoln, Nebraska. 


GENTLEMEN : 


this year. 





received at your hands, I remain, 


Your general agent, Mr. H. E. 


BEAVERTON, OREGON, 


Very truly yours, 


WM. 


January 23, 1922. 


; € Newell, has this day handed me your check 
for $1,210.29 in payment of my 20-Payment policy which matured on January llth of 


I am more than pleased with this settlement and wish to advise all young men 
to carry Life Insurance, as it is one of the best investments which one can make. Were 
I a young man again, I would take out my insurance in a much larger amount, as I 
now realize the great benefits derived therefrom. 
| 


Thanking you for the prompt settlement and for the kind and courteous treatment 


J. HENRY. 


I took out this policy 20 years ago in my 46th year and since then I have invested 
$933.00 and now receive at maturity $277.29 more than I paid in, besides having the 
protection all these years for $1,000.00. 


Residence......... : 


SETTLEMENT 


Total cash paid Mr. Henry............... $1,210.29 
And 20 years’ insurance for nothing. 








If interested in an agency or policy contract write Home Office, Lincoln, 


TWENTY PAYMENT LIFE POLICY 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 





Name of insured .... 


Amount of policy... 
Total paid in premiums .................. 933.00 


Nebr. 
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OPPORTUNITY OPEN 
FOR LIFE SALESMEN 


W. J. Graham of the Equitable of 
New York Talks in 
Detroit 


AGENTS’ RESPONSIBILITY 


Says that Income of the Field Man Is 


the Measure of His 


Service 


BY GEORGE BROWN 
DETROIT, MICH., 


have attended life association 


10.—“I 


meetings 


April 


and sales congresses, but never one bet- 
ter representing the life insurance pro- 
fession, more intelligent or fuller of vital 
energy than you Detroit men and 
women.” 

So, W. J. Graham, a vice-president of 
the Equitable Life of New York, began 
his talk at the 


there’s 


today. 
in a 


sales congress 


Of course, nothing new 
speaker complimenting his audience and 
the “fair city” of his visitation, but Mr. 
Graham proceeded to prove his asser- 
tion by adding that Detroit is showing 
larger results than any other city in the 
United States. He also commented on 
the cooperation which distinguishes the 
“dynamic 


them the 


men in the profession in the 


city” and which is making 


talk of life insurance circles. So you 


see, it wasn’t “bunk” after all 


Had a Large Subject 


“The Opportunity and the Responsi- 
bility of the Agent” is a large subject. 
Mr. Graham in his opening remarks 
gave the sale of modern life insurance 
a rather unusual slant by using the 
argument that was so popular with the 
fraternals during the years of their 
vogue, 

“It is our business,” he said, “to offer 
to the individual the welcoming hand of 
thousands oi others. It is only by co- 
operation the thousands can help the 
one and the one the thousands. 

“Let us ask ourselves how nearly we 
are meeting our responsibility,” he 
said. “How efficient are we? Have we 
sold to the people around us, to our 
neighbors? Have we taken care of the 
mortgage on the home? Have we pro- 
vided for the boy and the girl at 
school? 

“It is a great responsibility to sell in- 
will do what the buyers 
want it to do. They want, rich and 
poor alike, an income for the family 
after they are gone, as far as they can 
provide it. What are the facts? Many 
companies didn’t sell 1 percent of their 
entire volume in income insurance last 
How many of us have used this 


surance, so it 


year. 
idea? 

“It is different with you Detroit men 
and women. You have sold yourselves 
on the monthly income idea. 





FOR RENT 


Two excellent spaces in Fire Proof 
office Building—New North Michigan 
Ave. Insurance Section—All conven- 
iences. 

1300 sq. ft. @ $1.25 per foot. 
2200 sq. ft. @ 1.65 per foot 


WHY PAY EXCESSIVE LOOP RENTS 


Address Lansing B. Warner, Inc. 
155 E. Superior St. 














LIFE 


WILLIAM J. GRAHAM 


Second Vice-President Equitable Life of 
New York 


“The trouble with trying to sell a 
man a small amount of imsurance is 
that he realizes its futility. When he 


considers it in terms of monthly income 
If we approach right, feel right, talk 
right, we leave a new impression on his 
mind, whether he buys or not. Some 
men are irritated because the salesman 
left them in an uncomfortable frame of 
mind. The thought that they are not 
doing right by the family in refusing 
to buy is not pleasant. It is important 
theretore, chat we should leave as good 
an impressior so that he will 
not be able to feel aggrieved by anyone 
but himself. It makes it easier for the 
ene who follows you 

“One 
bore 


as possibk 


may be too persistent, be a 

Avoid this. Quit the interview 
master of the situation Show him | 
sou hold the winning hand He tells 
you he doesn’t want to gamble. He is 
gambling He is taking the risk him- 


self and that is gambling 


Be Master of the Field 


“When you call on a man, know 
what you are there for You'll be as- | 
tonished to find how far that will carry 
you. Have something to say to him out 
of the ordinary. ‘Have you ever con- 
sidered the rearrangement of your life 
insurance to cover the taxes?’ will get 
any man’s attention. ‘If 
show you a way to save from one to 


not, I can 


25 percent of your estate.” More in 
terest. 
“*You can increase your exemption 
trom $50,000 to $90,000." Still more | 
interest. | 


“Suppose he says he hasn't an estate 
Then say to him, ‘I’m selling a com- 
modity which creates an estate.’ 

‘A man would willingly pay a large 
fee to an attorney to advise him as to 
the best way to arrange his estate to 
provide for the taxes by means of in-| 


surance He can have the opinion of | 
one of the greatest attorneys in legal 
history, Elihu Root, without cost 


“Tell him you'll sell him an estate of 
$200,000 for a single premium of $118,- 
000. 

“ "Where 
in cash for such 
to sacrifice some of my 


would I get $118,000 
a purchase? I'd have 
best securities.’ | 


Getting the Prey Treed 


“Now, you've got him, got him where 
he can’t get away from you He has | 
tied himself up in a knot. Crack it right 
back at him ‘Then where do you ex- 


pect your family to find $200,000. How 
could they raise it if you can’t. But I 


can raise it for them. An annual prem- | 
ium that you can raise will make it, ab- | 
solutely sure for them.’ 

once. Don’t 


‘Begin your story at 
If you permit 


talk about the weather 


yourself to interrupt you he will permit | | 


INSURANCE 


EDITION 1! 








AMERICAN LIFE 
REINSURANCE CO. | 


OFFICES : 
DALLAS, - - 1000 Main St. 
CHICAGO, 29 S. La Salle St. 


Just Closed Greatest Month in Company’s History 
March Applications Received . . . $2,251,442.00 


| Prompt Service from Both Offices | 
| Maximum Security to Treaty Holders | 


A. C. BIGGER 


FRED D STRUDELL | 
President | 


Secretary & Actuary 











"A Wider Field 
| An Increased Opportunity 





| Our Agents can sell policies on the annual premium plan, up to $3,000, to young 
| men and young women as young as age 2—protective insurance and Educational 
| and Business Start Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents considerably. We issue 
Participating and Non-Participating Policies. 

| As regards adults, we write contracts with Double Indemnity provisions covering 
| any kind of fatal accident, or with Double Indemnity provisions covering fatal 
| travel accident only, as may be desired. 

| We issue policies with waiver of Premium and Disability Annuity or Installment 
Payment features. 


We insure males and females at the same rates. 


| OLD COLONY LIFE 
| INSURANCE COMPANY 
| CHICAGO, ILLINOIS 














The Globe Mutual Life Insurance Company 


OF CHICAGO, ILLINOIS 
Results for 1920 


Gain in insurance in force over last year (1919) 128 per cent 
Gain in interest income _ = = “ oe) 
Gain in insurance written “ “ — 
Gain in assets 
Gain in total income.................-:: 
SE cc cceckevesveaes es ¢ * 
The abave figures are the results of the highest grade of 
“\setvice to policyholders and representatives 
THE LATEST IS CLAIMS PAID BY TELEGRAPH 
It Is the Last Word in 


SERVICE 
T. F. BARRY, President, Gen’! Manager and Founder 








Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
~ a Local General Agency in your city, 
ADDRESS 
Michael Montague, State Agent 


1416 Mallers Building 
Chicago, Ill. 


Manager of Agencies or 
111 No. Broad Street 
Philadelphia, Pa. 











WANT ADS One Comin wide 63.98 


NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 
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other interruptions—a telephone call, a 
visit. Interruptions take the interview 
out of your hands. 

“It is astonishing how some men will 
stop their own sale. They ask too many 


questions. Why ask two questions 
where one will do? Tell your story 
Deliver your message. Stop. Break 


Look out of the win- 
hen turn and ask him 
the doctor. 


the conversation. 

dow a moment 

when he wilil see 
Getting Down to Business 


“Two of our men had a big business 
policy in negotiation. They asked me 
to go with them to close the matter. 
It was early in September; the policy 
was to begin Dec. 1. We talked over 
the details. There was joshing 
but no one said anything about waiting 
until December. We seemed to be 
about through when I said to the at- 
torney, ‘What day this week will you 
be ready to close up the matter?’ To 


some 


THE NATIONAL 


UNDERWRITER 





| the astonishment of our two men, he 
answered at once, ‘I guess we can fix 
it up Friday.’ 

Income Is Measure of Service 


“Selling life insurance isn’t a mere 
matter of personal income. Your in- 
come is the measure of the service you 
are or are not rendering. In our com- 
pany 37 percent of the business last 
year was done by 5 percent of the or- 
ganization, 73 percent was done by 19 
percent, and 86 percent was done by 30 
percent. 





“There are too many in the business | 


who enter apologetically and who leave 
apologetically. We don’t want to be 
hitched up with people of that class 
Chey are the men who cause the busi- 
vess to be damned at times. 

“Our business is to give people an 
opportunity to get what they need, not 
to hynotize them into buying a thing 
they do not need.” 








Full amount of insurance paid when 
ability payments or for premiums waiv 
This new disability provision brings 
serve life insurance company still closer 





Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary period. 
Payments, begin immediately on approval of claim—no probationary period. 
Monthly payments, lifelong, conditioned on permanence of disability. 
Immediate waiver of future premiums—no waiting until next anniversary. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 


insured dies, without deduction for dis- 


the service of America’s oldest legal re- 
to the needs of the insuring public 














End of Year Insurance in Force 
1916 $1,504,904 
1917 3,014,388 


4,507,824 
8,556,794 
12,112,174 


1918 
1919 


1920 


1921 


ROANOKE 


On Agency matters address—W. 


SIX YEARS OF PROGRESS 


365,286 


$16,331,992 $574,921 


Surplus to Protect Policyholders - - 
Assets $2.06 for every dollar of Liability, 


and a corps of live satisfied agents. 


The Shenandoah Life Insurance Company 


General and District Agency openings in Arkansas, North Carolina, 
Virginia, West Virginia and New Jersey. 


Reserves Assets 
$9,778 $429,373 
43,502 678,555 


775,154 
941,380 


1,127,761 
$1,367,692 
$757,992.36 


100,914 
205,203 


F. Macallister, Agency Manager 











Insures all classes of selected lives, issuing 
industrial plan at all ages. 


Agencies or Home Office of this Company. 








LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


It also insures against total and permanent disability. 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves providing protection against all emergencies. 
Advice on any matter relating to Life Ineurance is Available at any time through the 


In Business Since 1862 


AL 





policies on the ordinary, iniermediate and 
Policies 





information and 





| 
| 
| 
| 
| 


UNVEIL ITS MEMORIAL 
THE AMERICAN CENTRAL'S DAY 


Indianapolis Company Celebrates 23rd 
Anniversary with Satisfaction of 
Having Gained $100,000,000 Mark 


American Central Life Monday 
evening unvened a_ beautitul bronze 
tablet as a memorial for the faithful 
service and efforts of its employes im 
pushing the life insurance in force over 
the $100,000,000 mark. The unveiling 
was held on the company’s 


Che 


ceremony 


23rd birthday and the memorial was 
named the One Hundred Millions 
Memorial Tablet. Over 500 home office 


employes, officers, directors and field 
representatives with their immediate 
tamilies were in attendance despite the 
discouraging weather conditions. 

Woollen Greets Them 


Herbert Woollen in_ his 
told ot the organi- 
Central km- 
Hornbrook, 
directors, 
said 


President 


President 
welcoming address 
zation ot the American 
Association. H. H 
board oft 
address. He 


pioyes 
a member ot the 
gave the unveiling 
the tablet 1s in memorial of the fine 


spirit, great eflort and the progress oO! 
the company and the employes. At 
this time two girls beautifully dressed 


as pages unvened the bronze memorial 
tablet 

Che tablet shows two youths support- 
ing an arch and lying at the feet of the 
two youths is another heure Under 
the arch and between the figures are 
the names ot all the company’s ofhcers, 


directors, home office employes and 
held torce Phe tablet is ot bronze, 
| about six jeet tall and four feet wide, 
ind was designed by Myra Richardson, 
a nationally known sculptress, whose 


} 





| 
| 


| 


| 
| 


| 


| sive home 
| Columbia Life 


| 


| dividend 





\t a luncheon 
Miss 
Richardson who was present was intro- 
duced She spoke In appreciatiol ot 
the spirit ol the which, she 
said, she had not 
any organization. 

Secretary Edward A. 
sented a beautiiul silver loving 
the winning bowling team of the home 
which 


studio is at Indianapolis. 
following the unveiling ceremony 


company 
bel ved possible Ill 
Mey er 


cup to 


pre- 


ottice employes bowling league, 

was organized last fall and following 
that an amusing and well acted play 
Was given by some of the employes 
from the home office Gold star pins 


were then given to each employe having 


pent one year, or an additional year, 
in the employ of the company. The 
American Central gives to each em- 
plove gold star pin for each year of 
SETVICE \n employe after having spent 


service of the company 
with a small 
faithful 


ten years In the 
is given a gold star set 
1 ecogenition of his 


New Cincinnati Life Agency 

The big Cincinnati fire and automo- 
bile insurance firm of Neare, Gibbs & 
Lent has decided to establish a life 
department and has taken the exclu- 
general agency ot the | 
This company has re- 
new tate book and 

which compares ta- 
with the rates and costs of the 
cost companies Ne ire 
Gibbs & Lent decided that the home 
office gency of this company offered 
the best opportunity and selected it 
from a number of other 


office 


cently put out a 
schedule 
vorably 
lowest net 


propositions 


lr} Columbia has a very favorab] rec- 
ord on ort t\ est carning ind 
ho P yens W | es it 
to 1 I ‘ IK he ing oO su 
( ‘ t \N care (rl s & Lent l 
short install a salaried manager for 
the ifs dey irtmetr ind will we itt 
s ( ( Nest 
. 
«, C, Blevins, superintendent of agents 
for the Bankers Life of Des Moines, has 
returned to his duties at the home office 
o “a year of organization work 
j in the Pacific Coast fiel | 


| some 
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WILL WRITE MINORS 
GUARDIAN EXTENDS LINES 


Company Announces Plan of Writing 
Limited Payment and Endowment 
Policies on Lives of Children 


Life insurance on boys as young as 
12 years and girls as young as 14 years, 
rtain restrictions, will be writ- 
Guardian Life of New York 
according to an announce 
sent out by Vice-President 
r. louis Hansen. In outlining the 
plan under which the Guardian will 
write business on the minors, 
Mr Hanso1 
The Guardian will 
plications upon the lives of minors down 
and 
where the 
carry in- 
this or 


under c¢ 
ten by the 
m the tuture, 


ment being 


lives ot 
Says: 

now consider ap 
to age of 12 in the case of males 
14 in the case of females 
parents, or either one of them 
surance on their own ives in 


other old line life insurance com- 


pany, and the risk is first-class, both 
from the physical and the moral stand 
point. Insurance on male lives will be 


endowment forms maturing in 
thirty years or less, where the actual age 


attained, and in 


issued on 
of 12 years has been 


exceptionally favorable cases insurance 


payment litle 
twenty 


may be issued on limited 
ring 


lives may be in- 


forms, with payments cove 


years or less Female 
sured down to 
forms 
Premiums on all 
lower than 15 years will be the same as 


age of 14 on endowment 
running twenty vears ol less 
policies issued at ices 
for age 15, and dividends will be on that 
basis These forward steps still further 


extend to vou the field for 


men of business and further evi 
dence of the desir of the ompany t 
ever widen the opportunit for extend 


ing Guardian guardianshi 


Figures on Oklahoma Business 
There was quite a difference in the 
amount of new Husimess i1it¢ Insur©r- 
Oklahoma in 1920 and 


pile d 


Insurance 


ance written im 
1921, according to figures just con 
trom reports received by the 
department. For 1920 new 

the amount of $199,518,975.21 
ten, while for 1921, there 
eYt there 


business to 
was writ- 
was $157,580,- 
total amount 
oft msurance in torce ot $541,664.957.61 
on December 31, 1921, while the amount 
tor 1920 was $514,795,422.3s8 
Comparing further, the 
premiums collected for 1921 of $16,205,- 
533.57; for 1920, $15,621,104.57; claims 
paid for 1921, $3,285,289.20; for 1920, 
$2.940,038.47. The 
be in tor 


675.63 was 


hgures show 


amount Of insurance 


which ceased t e during 1921, 
Was $127,593,568.94 


Hold Three-Cornered Contest 
The Cleveland office of the Ohio 
National Life, Carl F. Wetzel, 
was the winner of a three-cornered con- 
test for the first quarter of the year be- 
tween Cleveland, Toledo and Sandusky. 





Manager, 


On Wednesday the Toledo force went 
to Cleveland to pay with a dinner for 
arriving third at the goal They were 


hosts for the Cleveland and Sandusky 
men : 

Cleveland's 
months was 
The Sandusky offic 
the Toledo office, Sandusky 
being the smaller of the three 
certainly put up a game fight to come 


uit second and 


record for the 


$500,000 of new 


three 
sMusiness, 
wrote $475,000 and 
$375,000 
cities, 


1 


with o1 $25.000 less 


than the nner 


Check Up Double Indemnity Tax 


[wo representatives, a flying squad- 
ron from the U. S. Treasury depart 
ment are in Omaha, checking up life 
companies on double indemnit accident 
and total disabilit ( ‘ Phe 

hech oes back » 197 1 e tax oft 

cent tor each $1 or ft tie ther t 
or p 1m collected wi re ssessed 
, ercent penalty and 6 per cent 
cr annum int est on unp 1 tax his 
s h present 1 ep ing he 


ormer tax ot S cents per S100 ot covert 
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BIG CYCLONE HITS” job in the university and | love my 


job. 


DETROIT CONGRESS = —_™&** Peowte Seek You 


hen he told a story about a carpen 
ter contractor advising him that i he 
wanted the addition to the house that 


Wassam of the University of Iowa {\“"'‘\,.. . 
Mrs Wassam had been clamoring for, 











Chicago’s Finest Hotel 


















































Spoke With Windstorm 1e'd have to give the order that day . . 
e told his wite and she called the con- 
Fury He told his wite and she called the con Hotel La Salle has won this f& 
; a title with an experienced and i 
lat’s the way you've got to hav oe d 
STRUCK AT THE BANKS ee comu - to you Ol lite ] , Lice De critical public because of its = 
AJLAKC en call you up ,ou do too > 
ch selling aud tee late educath SS . happy blend of old and = 
Says That Financial Institutions Have about one ot the bows makine A “J i new ideals. ‘.. 
- . . . , . Se ps 
No Business Getting Into Life y telling Nis per + Hees 8 . 
41,000 to >50 he'd die within a vea a S f : 
Insurance Field and the prospect g v BBO tet Hotel ha Salle ~ 
took the b | 11 clas SSS wat . 
tae Page Spree $83 ssi fa a YI answers every modern demand 4 
h ea t< l ( ; faa? a 7) a ‘ . ee 
BY GEORGE BROWN said insurance was gambling. Being ¥ Si 33 i BS iu in equipment, cuisine and serv- ar 
DEROIT, MICH., April 10.—“Let’s | surance Man Ke was Kind of peeved | Beast +& 3 fai i a BY ice with nothing lost of old ff 
get started right,” shoutec -e W, | about it. The girl told me so wei] 3 Ss 5 2S i ma BY eal: 
get started right,” shouted Clarence W. | «Well, 1 hud 1 rely given them s (ir es is fashioned hospitality and home-_ § 
Wassam, at the Detroit sales congress thine to think bout | have ive ° 
a on a ae 2S ee like comfort. 
today vy own wav here ima guest a 
“Il don’t know a thing about selling | “4! 54y anything L lik - 20U Nave in 
insuran I nev Id 1; i | come-back But i that class the woccssevescccesueeaheees 
ee wpa apatiate aps strike back. They hay Well 
never expect to sell one I do know | girl told me what her dad said 
something about insurance.’ arguments passed back and t 
Wassam, just Wassam, not Prof. | they were all pretty well cot vineed tl , 
Wassam, nor Dr. Wassam, nor even ; ae alan oe — a I elie ee 
Pee mee tar Spe) sin chap wp a at "|| More Than 114 Millien Policies Now | 
Mr: Wasa, just Wassam—ahar’s what “S42 SN? Sh Sox tt gone | More Tham 144 Million Policies Now In Force 
men wouldn't have known that the “¢ Ye a 
W.” in the program stood for “Clarence” : oan Gn on ales eamiianibaneadin Only four other life insurance companies in America have more 
it he hadn't told us stories in which Mrs ‘Well, that’s creating a new risk policy contracts in force than this company. A study of the 
et ares a Jens Se . -_ a = isn't t he sked But insuring a if fo: lowing growth in ten years is invited: 
Image aes calling him Honey Bun” or Ire dy exists.’ Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 
k pe gto peed 00 aR Pt pes . any setticd thie arguiment ney Assets ; $ 5,614,764 $10,279,663 $ 28,295,931 
wives hand s some wive s ‘Need to Do Educating | Policies in Force 371,106 613,615 1,294,394 
slesiseehs Gik-ciy toate dain ih: ies aieiaia “ciliata aaa ak Insurance in Force 49,245,028 89,596,833 265,197,626 
: Vassam is a cyclone, a tornado, a nough edueatin There should be a 
a FP nd. : ay gt dence ao a ee B sed z a Attractive opportunities open to agents in Ohio, Indiana, Xentucky, 
| cversthung tant taices hell with a placid | in the counts io dit Sinaiin eaiieeiiaal West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 


ie a Pay ps , pth cong f ie ‘a | ‘ ag we a Me ‘oe d on tl , 
il font bants Maps, junve'atd jake whe srcuoins ut’ tenearance | LM@ Western and Southern Life Insurance Co. 
there a ci y mor . pig = nage —" het ari 1 stributes he’s lost W. a WILLIAMS, President CINCINNATI, OHIO 























that will t a cyclonic humal on i na é ( | R 
rampage among a lot of dignified, pros-, he declared het » bank goes te * 
perous, placid gentlemen of the lite in selling insurance it, too, is lost. (Up Organized February 23, 1888 
surance protession you can fill them m) roarin gapplaus« Let the producer 
yourself and, at that, you'll have only | produce, the distributor distribute, the 
| a muid description of him Efe man sell life and the banker do 
“Although | know nothing about | honking Terrific applause, with Was 
selling,” he thundered, “Il do know it’s) sam jumping all over the platform and 
a good thing to have a fellow come im} shaking his hair like a wild man.) 
irom the outside and tell 7 the truth (iets After the Rebaters Central States 
about vourself | never realized what 
a poor stick | was until | happened to Then he crashed against the birds of 
hear two farmers saying something | prey who ofter a rebat ° 
hong, the ater Teo thre ating | Gad taste the dy." he aid wows | Wife Insurance Compan 
at a chautauqua. I walked behind them | and like a zephyr after a storn whet p Vy 
and say. what | heard about Wassam in| we will be able to put that bunch of 
the next 15 minutes sure took the starch | dirty low down crooks out of the bus St. Louis, Mo. 
out of nie But, | didn’t get sore No ness!” 
| just shifted myself all around and | Speaking pt 
ay ec! ible to talk all right ever icssiol with cod cs he tol 
eh of his little girl being very sick, th Insurance in force - - $58,000,000.00 
“| am professor of insurance in the! tamily doctor being out of the city and 
University of lowa Chere are 118 stu another doctor being called 
dents in the class and, believe me, they’ re “And what did the other doctor say 
learning something about insurance 1! ‘I'll go, but it is understood thi it I’n JAMES A M VOY 
love my job. I only get $2,500 a year | called in consultation th my ther,’ . a 
and I have been told again and again by | That’s ethics.” : 
nsuranee scouts that | can make $50,- There were better talks than the pro Vice-President and General Manager 
C00 selling fessor’s but there wasn’t one that will 
| don't want their $50,000," he! be remembered better nor longer t | 
roared “If I went selling I'd lose my | that of the “lowa Cyclone.’ 








BUILD YOUR OWN BUSINESS 7 “o"™ 


Under Our Direct General Agency Contract 


Our Policies Provide for 


Double Indemnity Disability Benefits 
Reducing Premiums INSURANCE CO. 















SEE THE NEW LOW RATES 66 BROADWAY NEW YORK 
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THE NATIONAL 


ELEMENTS OF A SALE | paralleled in principle, practice and 


W. D. VAN DYKE’S OUTLINE 


Basis of Life Insurance Salesmanship 
Given by Northwestern Mutual's 
Head to Sales Congress 


MILWAUKEE, WIS., April 10 
Speaking before the Wisconsin Sales 
Congress, held in Milwaukee last Satur 
day, W. D. Van Dyke, president of the 
Northwestern Mutual, gave a valuable 
outline of the five elements of a sub 
ject of sale, applying them to life in- 
surance. Mr. Van Dyke said in part 

‘To my mind, life insurance, viewed 
as a selling proposition, possesses the 
five elements common to every subject 
of sale, namely: the seller, the pur- 
chaser, the commodity, the price, and 
the salesman. 


Seller and Purchaser 


“The merchants or sellers of legal re- 
serve life insurance are the numerous 
good companies representing the largest 
aggregate of trust funds which the en- 
terprise and genius of man has ever 
accumulated in a single line of under- 
taking, a cooperative corporate entity, 


| 
| 
| 


accomplishment by any other form of 
commercial endeavor. These merchant 
companies, as a class, almost without ex 
ception, have and do enjoy a well-mer- 
ited record of honest, efficient and 
economical management and a reputa 
tion for best of credit, fair play, prompt 
discharge of their obligations, and 
active and efficient service. 


“The purchaser of life insurance is 


| the public, unlimited except by age, ter- 





blue sky laws. 

told that 66 percent of the 
people who die leave no estate what 
ever, which, if true, seems to fully 
justify the conclusion that the market 
for life insurance is not exhausted or 
oversold 


ritory and 


“We are 


The Commodity 


“The commodity offered for sale is of 
a threefold nature: credit, contract and 
service \s for credit, the purchaser 
of life insurance receives when he pays 
his money, nothing but a paper promise 
to pay in the dim, uncertain future. 
Quite naturally he feels vitally interested | 
in the present and prospective credit of | 
his promisor. The executive officers of 
life insurance companies are obligated 
to the public and to you to guard and 
protect that credit as a sacred trust, for 
you gentlemen are selling that credit. 
The credit of your company, however, is 





;} contract ot 


UNDERWRITER 


not the only credit which you sell, for 
and the recognition, 
by the banks and commercial world, of 


the value to the insured of that credit 
| 


‘like begets like.’ 


so sold by you, itself creates a banking | 


credit gladly extended to the insured. 
Yes, gentlemen, you are selling credit 
company credit and banking credit. 


Highest Form of Agreement 


“The 
ot the insured’s purchase, 
unique ana equitable 
demnity, safeguarded by legislative lim- 
itations. Volumes have been written 
Upon its Meritorious provisions Sulhce 
it now to state that the modern policy 
legal reserve life insurance 
Is recognized as the highest form of 
agreement thus far devised by man, 
characterized by its adaptability to all 
human reasonable requirements, present 
and future, and by a spirit of justice, 
fairness and mutuality. 

“The subject of a life insurance sale 
is not limited to credit and policy con- 
tract alone—salutary as they are—but 
such sale includes another substantial 
element, growing in importance and 
public appreciation. I need hardly name 


contract, 
is a unilateral, 
contract of in- 


this element of sale for it is the true 
embodiment of the commodity which 
you sell. I refer to ‘Service.’ You are 


selling ‘Service,’ your own real, personal 
service to your fellow men. 
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‘In every sale the element of price is 
otten of supreme importance. The pub- 
lic may be fooled semi-occasionally but 
Is shy of the theory of selling a com- 
modity for more than it is worth and 
out of such vobbery making a so-called 


honest living \ fair and reasonablk 
| profit to the seller is universally recog- 
}uized as just and entirely proper in the 
ale of every commodity, and yet th 
|great and single exception to a sales 


profit 1s mutual insurance, for it is sold 


without profit in that its price is actual 


| 
l cos Nay, more! Life insurance is 
| s« ld with a string tied to the price, with 
the insured on the other end. At any 
| time before the maturity of his policy 
}the insured can trade back—surrender 
his policy and thereupon must be paid 
his mvestment with compound interest, 
(ss a minimum charge tor the protec- 
ticn he has enjoyed while his policy was 
in force. 
The Salesman 
“The salesman is the last factor in 


cur analysis, but by no means the least. 
Life insurance is not bought but must 
be sold rhe ‘piggly-wiggly’ idea may 
sell shoes, wroceries and ‘what nots’ but 
can never sell life insurance. Asa sales 
proposition, life insurance without ener- 
getic, expert, honest 
been and will be a failure from the start 

“The human touch, the personal equa- 
tion, and unselfish individual service 
have time and again been demonstrated 
tc be essentials in the sale of your com- 
every more 


salesmen, ever has 


modity. Service in 
and more demanded by the commercial 
world, and it readily that it 
requires a higher order of intellect, edu- 
cation and ability to sell credit and 
service than it does to sell merchandise. 
The profe ssional man only his 
service and the predominant element in 
life insurance sales is service 

Feature of Waste 


sale is 


concedes 


sells 





| “One particular feature of life insur 
lance which seems to me to demand se- 
lrious consideration and be well worthy 
special attention of its sales:nen ts 


comimion 


waste \ 
directing 


quite 
energy to exX- 


the teature oft 
mistake 1s im 
pansion at the neglect 


| 
| ot conservation, 
| unmindful of the fact 


that each has its 





ifter sale, all of which can be success 


| proper place. Persistence, rather than 
volume of new business, is now recog- 
nized as the true measure of accomplish 
ment The tremendous waste by lapses 
and surrenders deserves and demands 
he thouentful and earnest attention cf 
every loyal salesma' To some ; exte nt 
such terminations are due to unwise sel 
_ or to overselling, but to no little 
| extent to lack of care and attention 
fully overcome by the well-directed, un 
selfish service of the salesman. Re- 
lmember that every lapse and every 


| eurrendes is a loss: a loss to the cause ot 


llife insurance, a 
company, a loss to the 
by no means the least, an 
l ss to the policvholde r and his de pend- 


to the particular 
salesman, and 


irretrievabl 


loss 


ents 


Practical Talk for Brokers 
The home office general agency ot 
the John Hancock Life inaugurated an 
interesting experiment last week in 
starting a series of practical talks for 
insurance brokers of all lines, with Earl 
recently taken into the 
general agency, as the 
speaker. More than 200 agents, with 
several women, attended the opening 
talk Tuesday and Mr, Manning spoke 
nn “Personal Life Insurance in Rela- 
tion to Income” after General Agent 
Clark had outlined the object of the 
course 


G. Manning, 
Paul F. Clark 





The second talk this week was on 
“Business Life Insurance” and the third 
will be given next Tuesday on “Con- 
rete Examples of the Best Methods of 


and Close 


How to Approach, Interest 
Prospects for Life Insurance 
C. O. Shepherd Married 
Actuary C. O. Shepherd of the Mis- 
souri State Life was married last week 
to Miss Frances Davidson of Chicago 


Thev went on a honeymoon in the Ten- 





mountains 


nessee 
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SWING AROUND CIRCLE 


FIND CONDITIONS IMPROVED 
Peoria Life Men Return From an Ex- 
tended Trip and Find the 
Outlook Brighter 


President Emmet C. May, vice-presi 
dent and Superintendent of Agents | 
Henry Loucks, and Secretary and Ac- 
tuarv G. B. Pattison, of the Peoria Life, 
accompan ed by several other home | 
office representatives, have just returned 
from a visit to the various states in } 
which the company operates. The trip 
was occasioned by the “Pig Markets” 


] 


held in each state which close the fam 


ous “Bring Home the Bacon” contest, 
an annual feature with the Peoria Life. 
These officials report that not only 


are the prospects for the immediate fu- | 
ture exceedingly bright, but present 
developments are very satisfactory in- | 
deed. March records for production | 
of business indicate one of the best | 
months in the history of the company 
territory visited the sentiment 
was unqualifiedly optimistic. 
men in the field satis- | 
will improve rap- 


in every 
expressed 
Not only are the 
fied that conditions 


idly, but what is more to the point, they | - 


are actually producing a very desirable 
volume of business at the present time. | 
The company officers are very much | 
encouraged over their observations 
throughout the territory. 


The Montana Life has been licensed in | hurt if policyholders of the 





sure 


FUTURE 
MANY BIDS FOR GULF COAST 
Several Southern Companies Interested 
in Acquiring Mississippi Con- 
cern’s Business 


Life is 


Che future of the Gulf Coast 
still a te discussion an 
men in Mississippi and other sections of 


pic o! ong life 


ithe South 


Cotton 
which is, how 
ever, incorporated Mississippi 
laws, has mterested in a deal by 
which his company could take over the 
Gulf Coast. 

It is also known that a Georgia com- 
and a North Carolina company 
have been interested in acquiring its 
business, while C. W. Welty, vice presi- 
dent and general manager of the Lamar 
Life, has addressed a communication to 
Commissioner Henry, in which he pro- 
poses on behalf of his company to rein- 
the Gulf Coast, to assume all of 
its policy obligations, and to liquidate 
the assets not required to maintain the 


E. ( Hinds, president ot the 
States Life of Memphis, 
1 under the 


been 


pany 


mean reserve of the business now in | 
torce, 

Mr. Welty said, in speaking of his 
offer, that while the Lamar Life was 


not primarily interested in getting the 
business of the Gulf Coast, he did be- 


lieve the cause of insurance would be 
Gult Coast 


Colorado and soon will appoint a state | were permitted to suffer 
—— | Massey Wilson, president of the In- 
#/ ternational Life, was again in Missis- 
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FOR THE RIGHT MAN 


Some exceptional oppor- 
tunities are open in district 
agencies in West Virginia. 


Write to 


ALLAN WATERS, JR. 
Manager 


UNION CENTRAL 
LIFE INSURANCE CO. 


Charleston, W. Va. 











Bismarck, North Dakota | to 


sippi during the past week, when he 
stated that the International Life Hold- 
ing Corporation, which he also heads, 
had secured control of the majority of 
the Gulf Coast’s stock. Mr. Wilson, 
speaking for the International Life, has 
cenied that that company is seeking to 
secure control of the Gulf Coast. 


Frank Robertson, attorney general of 
Mississippi, may take a hand the 
tight. When Massey Wilson, president 
ot the International Life and the Inter- 
national Life Holding Company, was 

Jackson last week, he held a confer 
ence with Mr. Robertson and it is said 
that the attorney general wanted to 
know the names of the officers and 
stockholders of the Holding Company 
and is alleged to have expressed the 
opinion that the anti-trust laws of Mis- 


sissippi had been disregarded in_ the 
deal. While the attorney general has 
not indicated what action he expects 


take, he is primarily interested in 
protecting the interests of policyholders 
and stockholders of the Mississippi 
company. 


o— 


Observe Double Anniversary 


The Milwaukee agency of the Equit 


luring the past month on the occasion 
»f the anniversary month of the agency 
ind the birth month of Agency Man- 
ager E. L. Carson. The men estab- 
lished a splendid record by producing 
501 applications, amounting to $1,700,- 
000, as a testimonial to Mr. Carson. 
\dam Larson, who wrote 24 applica- 
tions with a value of $87,000, was a top- 
notcher, while Harold Hanson wrote 15 
applications, all of which were on 
binder. Each man of the agency set 
out to write at 
twelve applications to form the letters 
| of the words “Carson” and “Agency.’ 





oo 


Lockwood Bill Held Up 


Governor Miller of New York thus 
far has refrained from signing the Lock- 
wood Committee measure authorizing 
the Metropolitan Life to invest $100,- 
000,000 in the construction of tenement 
buildings, should the company elect to 
do so, being doubtful as to the consti- 
| tutionality of the bill 
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Insurance Company 


OF IOWA 


Results of 1921 
Insurance in Force...... tiated aaa aoe $286,934,616.49 
Admitted Assets.................. ..$ 39,234,839.04 
Ratio of Actual to Expected Mortality re 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 














Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Policyholders and Agents 











The Farmers & Bankers 
Life Insurance Company 


Invites Inspection—Inquiry of Integrity 


It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that 
creates a genuine spirit of loyalty between Agents 
and Company 


Home Offices; Wichita, Kansas 
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MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 


FIRST, that in case of death from any cause, $5,600, the face of the Policy 
will be paid. 


SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 
would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 


Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 


Home Office, United Life Building Concord, New Hampshire 








VALUABLE LEADS 





The Guardian Agent never needs to worry 
about finding prospects. 


Through its Prospect Bureau the Company obtains 
inquiries from interested prospects. These valuable leads 
help the Agent do a bigger and better business. 


For full information regarding the advantages of rep- 
resenting The Guardian, address: 


T.LOUIS HANSEN, Vice-President, or GEO. L. HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 
OF AMERICA 


Established 1860 under the Laws of the State of New York 


Home Office: 50 Union Square, New York 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACLIDENT~c MONTHLY INCOME INSURANCE. 


jie LATEST POLICIES AND AGENCY CONTRACT Sai}-87-\ne3 
Openings OHIO, IND., KY. MICH. and W.VA. Write Columbus 








‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 











Indianapolis Life Insurance Company 


(Purely Mutual) 
Operates in 
Indiana, Illinois, Michigan, Texas and Florida 
FRANK P. MANLY, President 
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LIFE AGENCY CHANGES 





DEMING WITH MONTANA LIFE 





Eecomes Iowa State Manager—Other 
Agency Appointments Have Been 
Made by the Company 





Montana Life has been licensed 
M. M. Deming has been ap- 
pointed state manager with headquar- 
ters at Des Moines. 
tired as vice-president and treasurer ot 


The 


in lowa., 


He recently re- | 





the Des Moines Life Underwriters’ As- | 


sociation. He has been in life insurance 
ior the last 22 years. 

E. Wilson has been appointed 
general agent of the Montana 
the Yakima Valley district in Washing- 
ton, with headquarters at Yakima. 

>. E. Jordan, for many years general 
agent of the company in Eastern Mon- 
tana, the Miles City district, and more 
recently district at Hysham, has been 
transferred to Chehalis, Wash., as gen- 
eral agent. 

Charles E. Moore, formerly general 
agent at [daho Falls, and more recently 
manager of the Union Trust Company, 
which succeeded the Moore Agency at 
that place, has been transferred to Port- 
land, Ore., where he has assumed the 
position of agency supervisor of the 
Montana Life for the Pacific Coast. 

I.ouis Pratt, who has served the com- 
pany as assistant to the agency man- 
ager for the last three months in out- 
side territory has again assumed active 
charge of his own agency, which cov- 


| ers the Great Falls, Mont., territory. 


| general 





| headquarters in Minneapolis. 





city 


| he was 


P. M. McGregor has been appointed 
agent of the Montana Life at 
Casper, Wyo., succeeding D. L. Dieter, 
resigned. This district will include the 
south central part of Wyoming with 
Casper as headquarters. The south- 
eastern corner of Wyoming has been 
attached to the Denver agency. 
George D. Aune, recently appointed 
general agent in southern Minnesota, 
is now established at Minneapolis and 
has assumed charge of his territory. 





George T. Blandford 


George T. Blandford, general agent 
of the Mutual Benefit Life at Minneapo- 
lis, has taken over as an addition to his 
territory the Duluth general agency, 
comprising 11 counties in that section 
of the state. Mr. Blandford thus be- 
comes general state agent for his com- 
pany He will continue to make his 
Thomas 
C. Monohan, former general agent at 
Duluth, remains with the Mutual Bene- 
fit at the head of the lakes as a special 
agent 


J. Frank Montgomery 


J. Frank Montgomery has been ap- 
pointed general agent for north and 
west Texas to represent the American 
National of Galveston, making his head- 
quarters at Dallas. For over five years 
agency manager of the 
ican National and resigned that position 
to accept a similar one with the South- 
land Life. 





Harrison L. Amber 


Harrison L. Amber, district manager 


for the Berkshire Life at Davenport, 
la.. has been made general agent for 
the company in Buffalo, N. Y. His 
promotion was announced at the Gyro 
club meeting at which his resignatior 
as president of that organization was 
presented. He has been made an fion- 
orary member of the club. 





George Montagu Nettleship 
George Montagu Nettleship, who has 
been general agent of the Federal Union 
Life of Cleveland and also conducted a 
general insurance business there, is go- 
ing to Philadelphia to become general 

’ Federal Union in that 


Amer- | . 
| nounces the appointmnt of E 


Life for } 





| setts Mutual Life at 


POWELL WITH CONTINENTAL 





Well-Known Arkansas General Agent 
Takes the State—One of the 
Big Producers 





Sam M. Powell of Little Rock, Ark., 
has been appointed general agent of the 
Continental Life of St. Louis for that 
state During the last ten years his 
personal production has averaged about 
$1,000,000 a year, while his agency has 
ximately 


produced appro $2,000,000 of 
new business each year. He has been 
general agent for the Missouri State 


Life in his territory and is well known 
throughout the state. He was a mem- 
ber of ‘the $100,000 Club and the $250,- 
000 Club of the Missouri State Life. 

On the day that Mr. Powell signed 
his contract, he forwarded an applica- 
tion for $25.000 and one for $15,000 to 
the home office. 


c. Ww. Freudenthal 


C. W. Freudenthal, formerly with 
the Bankers Life of Des Moines at 
Detroit, Mich., has been appointed gen- 
eral agent of the Mutual Trust Life of 
Chicago at Detroit. 





George A. Wilson 
Wilson, 


the 


George A. 
connected with 
a number of vears, and 
merly with the Omaha “Bee,” has been 
appointed general agent for the Mutual 
Trust Life of Chicago at Omaha. He 
will have charge of a number of county 
surroundings at Omaha. 


who has been 
Reliance Life for 
who was tor- 


C. R. McGrew 





C. R. McGrew has been appointed 
general agent for the Union Central 
for the state of Wyoming W voming 


has been handled in the past through 
the Union Central’s Denver agency, but 
the new office will be opened in Casper, 
Wyo. This is the first state agency to 
be located in the state by one of the 
large eastern companies. Mr. McGrew 
has been general agent for the Capitol 
Life of Colorado for five years. 


L. K. Nichols 


L. K. Nichols, regional sales manager 
for the Bankers Life of Des Moines, has 
resigned to accept a position as agency 
manager at Wichita, Kan., where he will 
be in charge of a new branch office 


Bourke & King 


The Minnesota Mutual announces the 
appointment of Bourke & King as gen- 
eral agents at Denver for the state of 
Colorado. The Minnesota Mutual en- 
tered Colorado April 1. 


E. A. Merrill and P. V. Snyder 
The Mutual 





Life an- 
A. Mer- 


rill as general agent for eastern Iowa 


Minnesota 


at Cedar Rapids. Paul V. Snyder has 
been appointed general agent for the 
company with headquarters at Mason 
City [The company’s entry into [owa 
was effective April 1. 
D. E. Thompson 

David KE. Thompson mploy ent man- 
igzer f the Fuller & Johnson Manufac- 
turing Compar Madison, Wis., f t 
vears has resigned to become Dane 
county represent the ¢ n il 
Life During the var Mr Thompso n 
was head of the accounting department 
of tl Northwestern Ordnance Comp 
Pre tl ! \ a I 
Portage Count Press 1 the (rand 
Rapids Reporter. 


W. A. Spencer, Jr. 
William A 


pointed we 


Jr.. has been ap- 
of the 


Denve 


Spencer, 
neral agent 
Col] to suc- 
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| 
eed the late General Agent McGregor 
Mr. Spencer was formerly connected with 
the Denver agency of the New England y 
Mutual Life. Th Cl f th D W 
e Ose O e ays ork 
A. H. Mavis 
A. H. Mavis has recently been ap- . " ‘ : 
pointed general agent of the Security HEN you begin to figure up yourearn- All this and more we constantly strive to 
Mutual in Cleveland, to succeed A. D ° ° ° ° 
Horwits who is now connected with the ings and recall the several reasons for give our agents. This coupled with good 
local agency of the New York Life Mr. ° ° ° . i * " 
Mavis was formerly a field supervisor for failures during the past year, you then more policy contracts and liberal commissions, is 
the Lincoln National. ° ° ° . ° . ° 
than any other time keenly realize the im- an incentive which should interest any am- 
James S. Logan portance of a helpful constructive home bitious agent who wishes to make the most 
Ji es S. Log: has bee apointed dis- ° ° * . . 
uinae tama ad tan eae tama dae office service that trains you to overcome of his salesmanship efforts. 
at San Diego, Calif., operating under the ° 
jurisdiction of the home office agency at such failures. 
Los Angeles, of which John Newton Rus- 
sell, Jr.. is manager. The nucleus of a - . 
district agency was already in existence One of the vital elements which makes your 
in San Diego and Mr. Logan has opened * es " a 
an office in the U. S. National Bank build- day profitable is a harmonious working 
ing and is actively engaged in the devel- 2 . — 
opment of an effective field organization arrangement with home office officials and We would like to hear from several 
Lite Agency Mets a direct co-operative spirit generously given. good men for important field positions 
Otto J. Hebel, recently of the actuarial 
department at the home office of the 
Penn Mutual, has become connected with 
igo Neon sence =| Inter-Southern Life Insurance Compan 
a” 2 
} H. Stevens has succeeded o he | o 
omnia of Greate & Stevens, = A AB JAMES R. DUFFIN, President LOUISVILLE, KENTUC 
ing the Michigan Mutual Life at Atlanta, 
Ga Mr. Brooks is retiring from the | 
firm. 
Charles Riley has joined the agency 
force of the Northwestern Mutual Life | 
in the Rock county district, under Frank | T 
Blackman, district manager, Janesville, | A MILLION A MON H IN MICHIGAN 
Wis He has been local manager of 
Matteson-Lindstrom Co, at Janesville, | ‘ . : 3 z : . ee 
to this time. ian — ” That is the record established by agents of the Detroit Life. That is our record of business written in Michigan 
A res at addi on o- | ion yo each month during 1921. We are very proud of this showing. It is evidence of progressive co-operstive effort. 
agency o e Mutua sile oO vNew ork 
is F. S. Burgess, formerly of Detroit, but The Detroit Life has agencies and offices in most towns and cities in Michigan. Yet there are a few openings for 
who has been a leading producer in high-class representatives in some Michigan communities. Any life insurance man or woman anxious to make a new 
Southern California for another company affiliation will do well to communicate with us 
during the past two years. Mr. Burgess | 
is specializing in the writing of insur- HOME OFFICE DOWN-TOWN OFFICE 
ee Corner Woodward and Forest Avenues No. 1005 Majestic Building 
econo | DETROIT, MICH. DETROIT, MICH. 
‘ ee a M. E. O'BRIEN, President JAMES D. BATY, Secretary and Treasurer 
WITH INDUSTRIAL MEN | 
| 
Jokn Hancock Appointments | ° Th § A h C ° Th P 
| 
The following named have been pro- | e Companies Ihat Stay Are the Companies [hat Fay 
moted from the agency ranks of the John | : ; et i 
nerd egg ree ot Ng Ber em ponigg- Bese When a company has proven its staying qualities, as the Western Reserve Life 
cester: Frank J. Martin, Detroit TT; Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
Jo ” Clarke yetro . arry Lesser, | . ° * 
Sermaatewn: tenn taseee, vidoe | agent can think favorably of that institution. Permanent success can only be at- 
SOE Se Ss Ses See Ee. Sane Oe | tained through a permanent connection. | he companies that stay are the companies 
Henry G. Roscoe is promoted from | that pay the representative in the long run. 
agent at Lynn, Mass., to assistant super- | 
intendent at Glens Falls, N. Y.; John s. | 
Mahoney, from agent at. Springfield, | WESTERN RESERVE LIFE INSURANCE CoO. 
Mass., to assistant at New Britain, Conn.; J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 
Joseph F. Dechene, from agent at Meri- MUNCIE, INDIANA 
den, Conn.; to assistant at New Britain, | 
Conn, 
Assistant Cuhlbert Courchesne is 
transferred from Whitinsville to Woon- | 
socket. | 
James P. Garrity is transferred from | SECURITY LIFE INSURANCE CO. OF AMERICA 
ugency cashier at Glens Falls, N. Y., to | 
Same capacity at New Britain, Conn; Oo. W. JOHNSON, President ROOKERY, CHICAGO 
Mary E. Shea, from stenographer at 
Glens Falls to agency cashier at same 
agency; Frederick V. Jones, from assist- | INSURANCE IN FORCE . 5 3 ’ ’ ; $37,000,000 
ant cashier at New York No. 1 to cashier | 
at Yonkers. Assets . . . . : . : ; 4,074,586 
Payments to Policyholders since Organization ‘ , ; 3,453,460 
/ Death of Noah Morgan 
Noah Morgan, 59 years of age, super- * : , 
mania af Uke enat Genastment of the Openings for General Agents and Managers in Fifteen States 
Western & Southern Life at Cincinnati, 
died of heart disease at his home last Address S. W. GOSS, Vice-President and Manager of Agencies 
Thursday. He has been in the insurance 
business for 30 years He was one of 
the best known superintendents of the 
Western & Southern. He was born in e e 
Wales and came to America when he 
hE. George Washington Life Insurance Company 
Empire to Have New Home Office —" ° 
The Empire Life & Accident of Indian- A Definite Territory 
oom - pusssanee big ,Spartmens A Liberal Contract 
uildinge there and will ‘remodel it as ; ° - 
oy sites for the esmmene. ventuatior Low Premium Policy Contracts 
it intends to build additional stories and 
™The Empire Life & Accident ar Opportunities open in West Virginia, Ohio, Kentucky, Tennessee, Virginia, North 
cently started to write industrial life Carolina, South Carolina and Georgia. Address: 
insurance, but has _ written industrial . 
—-, and —— y —~ y . > 
> e ot years t is understood that the ° . 
company will soon enter several of the ERNEST C. MILAIR, Vice President and Secretary 
States adjoining Indiana, later reaching 
further out. 
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“Miracle of Life Insurance” 


[N a recent laudatory article written by the editor of a 

magazine for salesmen, “How to Sell—and What,” 
The Columbus Mutual Life Insurance company of Colum- 
bus, Ohio, was declared to be the “Miracle of Life Insurance” 
because of its success in reducing cost of insurance and 
building up its surplus. Other companies in time, the 
editor predicted, will be obliged to adopt the methods 
inaugurated by President C.W. Brandon. “The accom- 
plishments of Mr. Brandon are the marvel of insurance 


men,” he wrote. “They never thought it could be done. 
Now they are laying their tributes at Mr. Brandon’s feet.” 
. So great has been the demand for this magazine article 
that it has been republished in pamphlet form. A copy 


will be sent free to any one writing his name and address 
in the margin of this notice and forwarding to the Home 


Office. 


The Columbus Mutual continues to astonish. In 1921, 
it issued practically the same volume of new business as 
in 1920, the “wonder year. ” It showed a gain of 25% in 
total volume, a gain of 33% in assets and a gain of 45% 
in surplus. Policy dividends were 50% greater than total 
death losses. The annual report is now ready for distri- 
bution. Get a copy. 




















HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Offfice. 








One Soscess eas ts OUR We have a contract for you under which your 
ERVICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miciicin 


Cash Capital, $200,000.00 V. D. CLIFP, President 








TheM asonic Mutual Life Association 


This Did Not Seopen by Chance 
New Insurance Issued in 1921 ...........«0+. $ 42,448,000.00 
Gain in Insurance in Force. ..... 30,124,750.00 
Insurance in Force Dec. 31, 1921 + 101,222,295.00 
I: <ctiumsiess émacadvetweents 4,613,494.57 





Bmarense te AGGSte oo cccescccccecsescece = , sR ° 1,518,954.00 
I IIRL. cocccecdgacontaneestsoune 1,282,156.00 
ee 225,575.00 


Unexcelled Life Insurance Protection— Lowest Net Cost 
Absolute Security — Perfect Service — Square Dealing 
A Safisfied Field Force 

William Montgomery, Pres. Homer Building, Washington, D. © 














NEWS OF LOCAL ASSOCIATIONS 








EXCELLENT POINTS ARE MADE 


Sprightly Program Was Furnished at 
the April Meeting of the 
Cleveland Life Men 


CLEVELAND, O., April 11—About 
100 members were present at the meet- 

g oi the Cleveland association April 7. 

Membership in the recently organized 
Ohio state association was ratified and 
a vote of thanks given to E. B. Hamlin, 
its first president, for his contribution 
toward its 

The publicity committee reported that 
it was cooperating with the Cleveland 
“Commercial,” a new morning paper, in 
getting out an insurance page in each 
Monday issue. 


success. 


Progress was reported in the 
drive for members. M. J. Reigert, chair- 
man of the membership committee, is 
out to add 100 new names to the roil 
in the next 60 days 

Members Furnish the Program 


presented. 
speaker, 


A unique 
Instead or 


program was 
hearing an outside 


several members were called upon. 
David L. Caulkins, general agent Con- 
necticut Mutual, emphasized the im- 
portance of personal management. 


17 years I have been in my 
present position I have seen many men 
come and go,” he said, “and the failure 
of most of them was to make sensible 
use of their time.” 

| J. W. 
Benefit, 
“You sell yourself in the 


“During the 


Pickard, general agent 


first 30 sec- 


|onds. Try to make your first impres- 
; sion count.” 

| - . . + 

| C. L. Miller, agency director Cleve- 


land Life, showed that the real 
| competition to be feared is not the other 
agent, but the salesman of other things, 
especially luxuries. 

J. M. Mackintosh, superintendent 
Prudential, emphasized time as an ele- 
|}ment of success. “Most life insurance 
|men do not work long enough hours in 
|} actual contact with prospective buyers. 


| They spend the wrong time in the 
office.” 

|} N. D. Engleman of the Canada Life 
| gave two illustrations of how to meet 


a wife’s objections. 


C. Dibble’s Talk 


The program was concluded by 
Charles C. Dibble, general agent North- 
western Mutual. He likened the busi- 
|ness of getting applications to a rail- 
}road, where trains were on a strict 
schedule, and had to miake just so many 

stops whether anybody gets on to ride 
or not. It is easy to run off the side 
tracks, but success at the close of the 
day comes from paunding away pa- 
tiently on the main line. “Losses must 
be paid,” said Mr. Dibble, “either by 
|earnings, gratuities or by life insur- 
ance.” He made a strong appeal for 
| earnest presentation of the simple gospel 
of protection and its mission of love. 





, Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 


to female risks between the ages of 15 and 60. 


ST. LOUIS, MISSOURI 


EDMUND P. MELSON, President 





Added Agency Opportunities 


The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


J. DE WITT MILLS, Secretary 








| Mr, Kavanaugh told of the 
as estates that are 
speciai 


Mutual | 


spoke on making the approach. | 





‘ arts curriculum, 


TALKS ON ESTATE BUILDING 


Kavanaugh, Riven and Holkamp Dis- 
cuss Subject at Monthly Meeting 
of St. Louis Agents 


ST. LOUIS, MO., April 10.—The 
building and preserving of estates was 
the general subject at the. monthly 
meeting of the St. Louis association, 
held last Thursday evening. J. 
Bloodworth, president of the St. Louis 
association, presided and opened the 
meeting with an appeal for membership 
in the James E. Kava- 
naugh, vice-president of the Metropoli- 
tan Life, was the principal speaker and 
took as his subject “Estate Building.” 
tremendous 
built by business 
men throughout the country and pre- 
sented an array of formidable statistics 
on this phase. He said that one of the 
about a new ac- 
worth in 


association. 


being 


questions asked 
anyone is his 


first 
quaintance by 
terms of his estate. 


Underwriting, Not Overtalking 


He said that while the individual 
had as one of his greatest desires the 
building of an estate, much of his abil 
ity, under present tax laws, depended 
upon his alliance with insurance men. 
Life insurance salesmen are builders ot 
estates. Mr. Kavanaugh said that for 
this reason the sole duty of a life un- 
derwriter is to sell his commodity. He 
nust take care however to sell it and 
not talk it. Quoting from his own ex- 
perience he said that one of the greatest 
dangers in field work is the “overtalk- 


ing’ of life insurance rather than “un- 
derwriting.” He contended that, if the 
life underwriters’ goods are properly 
dis] layed and constantly kept before 


i . 
the prospect’s mind, the sale - ma- 


ture of its own accord. He said, how- 
ever, that a comparison of insurance 
statistics with census figures on estates 
task before life underwrit- 
gested that cooperation 
work could best 


indicates the 
ers and sug 
through association 
de velop this. 


Discuss Preservation 


Mr. Kavanaugh was followed by E. 
J. Brennan, of the Better Business Bu- 
reau in St. Louis, who spoke on the 
subject of “Who Gets the Money the 
Beneficiary or The Promoter?” Mr. 
Brennan spoke from his experience with 
the Better Business Bureau on the tre- 
mendous losses of life insurance pro- 
ceeds through lump sum _ settlements 
upon who could not handle the 
money. He told of the large amount 
that went to the oil promoters and fake 
stock salesmen. He suggested that life 
insurance companies and men as a 
whole undertake a campaign of educa- 
tion for the better settlements of life 
insurance estates. He said that for 100 
percent service the insurance compan- 
ies should look further than the pay- 
ment of the money to the beneficiary. 
Judge C. W. Holkamp of the probate 
court in St. Louis gave an address on 
“Preserving Estates.” Judge Holkamp 
told of his experiences in the probate 
court and of the constant demonstra- 
tion of the need of or misuse of life 
insurance. 


To Appoint Committee 


those 


announced he 
to meet with 


President Bloodworth 
will appoint a committee 
Dr. Frederick W. Shipley, director of 
the Washington University extension 
division, this week to consider plans for 
the establishment of courses in life in- 
surance at the university, 

Mr. Bloodworth said the committee 
would work with Dr. Shipley towards 
devising a plan whereby the association 
would cooperate with the university in 
arranging for the courses, and that they 
would assist the university financially 
or anv other way possible. The course 
would not become part of the general 
but would be intended 
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to give the students thorough training 
in the economics of life insurance 

Dr. Shipley said, “The agent should 
not only be trained in selling some par- 
ticular policy, but should be acquainted 
with the needs and problems of the 
public to whom he sells, and also with 
the principles of insurance. This would 


be the purpose of the course.” 











x * * 
New York.—The New York Association 
s more than doing its share in boosting 
embership in conformity with the ap- 
peal of the National Association to this 
effect At the meeting Tuesday evening, 
1 new members were taken in Thi 
ves the local association the highest 
membership which it has ever had, about 
100 The increase is to be accounted 
or principally because a paid secretary 
as been on the job for he st eight 
onths. 
Tonight's talk by Dr. C. J. Rockwe 
rotessol ot practical Sa ma hiy t 
Carnegi« i dea \ mee ob 
tions or he } prospec and 
Ww ! i ! sn situa 
n rhe May meeting will « ] te the 
ries ot S ine 1 ks V i i a | I on 
“ , ‘ S¢ 
Since last fall the ! V eetings 
ive been arranged to take the student 
hroug the Various stage of the suc 
sfu a Be nning i the strategy 
f tl ipproacl ! ‘ of individuals 
eds,t ining and educa not: e! 
How ys income s in dey l 
! nt f busines insur e and |] i . 
ve I el n« ix i sa NS 
ongere ind tl ] ire or ! ngs 
bjections 
I I k Di Rock\ emph zed 
need ofl I y zing bijec 
ns i ord a I whether the 
‘ uses for not tak nsurant ire de 
sed to b k t igent r simp be 
is t! kind of insuran proposed 
does ! et wiltl l prospects ideas 
Interpretation the fundament ideas 
behind the bit ior often d d w he 
er the sale le 
The eak ilyzed ps holog 
ical principle back of all sales and put 
his ideas 1! suc! plain torn that tnose 
present ¢ d not fa te inderstand the 
ipplicatior br. R kwe cited i s 
rom his “ xperience vas W h 
he Edward A. Woods agency I years 
o illustrate h vy tod lw h specifi sit 
uaticns hich arise i the daily routine 
f the ldmar r} tips were es 1 
ally practica in adding to an ger 
fund of sales information. 


pplied to 


Spier of 


insurance 


The use of life 
credit was the 


the loca sso ition He demonstrated 
how b } ind ! financia nstitu 
ms were mor ind 1 re looking to life 
isura s tl great s bilizer to alt 
b the dea } He r 1 out 
| wy T ot 1 is T ss nsur T n 
various forms, stating that has } 
ome already an important econon fac 
or in the conser f modern bus 
ess This form of policy, he pointed out 
also safeguards the credit of a firm 
which has lost one of its principal ex- 


or 
frequently 


ecutives, the special debts 


obligatior of 


protects t] 
business and 


supplies fund with which the interest 
in the firm of the deceased partner may 
be acguired without using funds needed 
for the development of the business 

* * * 

Sacramento, Cal, F. S. Peck, district 
manager at Sacramento in the accident 
and health department of the Pacific 
Mutual Life and also prominent as a per- 
sonal producer of life business for that 
company, has been elected president of 
the local chapter of the Northern Cali- 
fornia Life Underwriters’ Association 

x* * * 

Chicago—The Chicago association will 
observe “N. A. L. U. Day on May il, 
with a meeting and luncheon at the 
Hotel LaSalle John L. Shuff, president 
of the National Association, will make 
the principal address Judge C. B. Orbi- 
son, for a number of years judge of the 
probate court at Indianapolis, will de- 
liver a talk, based on his experience, 
on “Life Insurance and Wills.” 

> > > 
Chattanooga, Tenn. — Believing to a 


adage, “It pays to adver- 
Association has 


man in the old 
tise,” the Chattanooga 
adopted a plan of advertising life insur- 
ance in both of the Chat ra daily 
papers once each week beginning Anril 1 





tano¢ 


and running through the last week in 
December Jetween 50 and 55 members 
of the association are paying the cost of 
advertising, and in this way they expect 


to tell the people what 
Association of Life Un- 
for, its ideals, prac- 
to carry a message of life 


from time to time 
the Chattanooga 

derwriters stands 
etc., 


tices, and 


LIFE 


insurance to the people—laying particu- 


lar stress on creating a favorable atti- | 
tude towards life insurance with women. 
This is a wise move, and President Ed. | 
EK. Brown of the Chattanooga Association 
|; Says he is already beginning to see some 
| results, 
* . * 

Wilkes-Barre, Pa.—R. J. Kramer, spe- | 

cial agent for the Travelers, has 


|} pointed by 


been ap- 
Dow < 


President William E. 


the Wilkes-Barre Association to succeed 
Charles Buck as secretary-treasurer 
Mr. Buck, who is special agent for the | 











INSURANCE 


EDITION 


TREMENDOUS INCREASE | 


RECORD OF SOUTHERN STATES 
Atlanta Company’s Business for First 
Quarter Double That for Same 
Period Last Year 














Northwestern and two other companies Che Southern States Liie of Atlanta 
as ‘ sig i th . - 
last week resigned the office which he | Ga is doimg good business so tar in 
had filled with credit since the Wilkes- | ;qoo ] . t llion 
19 ¢ } iting , 
Barre Association was organized, March | i } , or pager BE Mga ge ~ 
, + , , hr 1) yo” 
( 1920, because his own business has . I the st three months of 192 
been growing so much during the past Chis is an increase ot 100 percent over 
Six years that he feels he cannot spare the business written in the SATTL period 
ihe time required for outside duties. H lof 1921 In 1921 the company was not 
resignation was accepted with regret os shing tor busimess his year it 1s 
after his financial report had been ap- | getting right behind the agents and has 
roved, A resolution was adopted thank- | 4] ! | 
eter gies er Sp a | also appointed severa new mei who 
ingg all 10 cont[Urit the su ess I ‘ ] 
the great sales c« her Mar we Goa Sse The con pany Oper 
Four new members were admitted jates in four states-—-Georgia Alabama 
* * * || 1 and South Carolia It is not 
| ‘ ’ rit s1¢ 3 } 
Waukesha, Wis.—The W ikesha County | , wie rok-umss bu _ 
Association held its second monthly meet - s en harder this year 
ng at W kes rhe business 1 Chis 1 ul nade a nice increas 
a which President Jol I Martin pre ; j 
x eu was pre ece l t int Tl 4 - h - ; —- _— ae 
following were ele et i ns t ‘ Ih mortality is ta 
the executive committe 1 J. Hutt vo ea Isc Its business is 
J. F. Judin, C. J. Will nd R. G \l ‘ ter + o9 
l ‘ next regulatl I et 2 w“ é 1 aa ‘ COURK) on 
\! " i n \W ] Moo Says e lool 
ss. ¢ or his company to have a good year 
Chippewa Falls, Wis.—About 50 men ) H s er, t laps« will 
ers of the Chippe le sso tio } ' 1 
ittended the n athis _ - Ch be nea) due to the fact that a t 
led h onthly cheor t h . 
pewa Falls, mar f wil were fror pee borrowed « their 
Kau Glaire Menomo \lex W y ‘ lw ‘ pay tl pi 
was the nain ker al gave talk « ( ) H th I 
general insurance and business cor tor 1 - ’ . 
that proved aa ante © cree see ) started borrowtn iga 
othe mber P } ‘ ‘ tH t e cit im s not 
hort t The § S ' t Mil- | ry | 
4 ava tr { + | ) ‘ - . i ‘ 
Waukee was dis« sed Sé« il t a at mde ' . 7 
Scat Ganenmed Shake tetemshan yo | le nul 1 unemployed in 
g this big meetir About a do new |! t He s when the farmer 
patsy arama + A and it Is pos | t he lways in an opti 
incre st tl iit e | I i nt { i. } } 
mbers 1 I ‘ And he feels this 
The next meet of e ass tion | much business being 
= + lg Meno nie the first Sa | t at t me He looks for good 
: a | t the South this fall if there is a 
Les Anmotes, Cal, 4 —e tat | tor cotton It is ¢ xpect d 
. lation plann - as we Grive fos | I cotto crop will not be o large 
Ww ber n M N \ i; t nd that means higher pri 
i Day ! le ! 1 effor ! tt 
‘ il < } ’ ‘ } I gir ne eX | . 
et 1 « t £ i l he date } ° — . 
med. Preside: aah an a —_ No Discrimination for Fraternals 
t ind S« tar H Russe ] 
‘ Na I ‘ ‘ il 4 ld? ru ing v the Ne rash be 
citar’ i vy 7 saan? ) , ] 
‘ ‘ ig - preme co raternals are held as 
nies f mu- | Strom s other | ompanies to the 
: +} : er one und | lo« iture of i Irance 
rencil aK ! ! secu ut | PK not tavored law ind 
‘ “A ' é } | +) ' r 
i\ ) clens¢ n al 
) = ' } ] ‘ 
é i strict 
—_ . , : : 
}; prove I t rth said that the 
Has Biggest Month ces 1 na ternal 
gan a < es nd Ss a controlling 
Marx was the biggest month in the rt « ‘ itract between th S 
history of the home office agency | Clatio s embers and the urts 
the Pacific Mutual, the volume of ap-| take dic notice of those stat 
plications lor new Insurance iwere- | ut 
gating $3,600,000 Che growth of this | WI fraternal beneficiary ass 
gency, both numerically and in the] ciation raises its rates a forfeiture can 
production of business, is reflected in | not be entorced st a member fo 
the recent surrender of the entire mez- | Nonpayment ! assessments based 
zanine floo: to its women’s department | On the new rate until after notice is 
and the fact that on April 1st the in-| 8!ven as provided the statutes, and 
crease in office force necessitated the | the urden o proving such notice rests 
rental of two additional rooms the party claiming forfeiture Che 
= l £ c a retrospective eftect 
to t t ul +4 ] 
: u nicss t S clear trom the 
Hold Meeting in Los Angeles language that the legislature intended to 
ewe 2¢ thes 
George E. Copeland, superintendent - oe Geet 
of agents of the Northwestern Mutual = — 
Life, and W. H. Dall : ant i 
» an allas, assistant su- Business C iti ; 
: ss onditions Improvi 
j perintendent, who have been conducting = . pr ng 
zone meetings at the company’s gen- William E. Russell, second vice presi 
leral agencies throughout the Western de nt of the Missouri State Life, who 
land Pacific Coast States, arrived in| "#5 returned to St. Louis from a six 
Los Angeles April 4 spent the re-| Weeks’ trip, visiting the general agen 


important 


mainder of the week in that city An 


interesting and enthusiastic meeting 
ot the members of the company’s 
southern California field organization, 


which is in charge of Geenral Agent 
W. K. Murphy, was held, at which plans 
were made for promoting the efficiency 
and effectiveness of the agency in the 
production of new business. The home 
officials departed for the East on Sat 
urday. 








Charles H. Flood, assistant secretary | 
of the New England Mutual, is making a 
ern trip visiting the company’s 
agencies. 


west more 


cies and branch offices of the company 
n the Southwest, West and Northwest, 
business conditions to be im- 
proved in n He says the 


any sections 


company’s business along the Pacific 
Coast has been holding up well In 
the Southwest a much better feeling 
exists than two months ago. the pron 





ise Of good crops bringing a great deal 
of confidence among the farmers and 
the bankers. 

Mr. Russell covered most of the St 


Louis trade territory in which Missouri 
State Life investments are largely made 
He has f the investment de- 
partment of the company 


charge of 


19 








Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 
now? 
Union Mutual Life Insurance Co. 
PORTLAND, MAINE 


Address: ALBERT E. AWDE, Supt. of 


Agencies 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
or net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 














ACTUARIES 


bb ONALD F. CAMPBELL 


CONSULTING 
ACTUARY 


343 S. Dearborn St. 
Telephone Harrison 3354 


CHICAGO, ILL. | 

















ARCUS GUNN 


CONSULTING 
ACTUARY 
29 S. La Salle St. CHICAGO 
Telephone, Randolph 3473 














RANK J. HAIGHT 
CONSULTING 
ACTUARY 
610-818 Hume-Mansur Bidg 


INDIANAPOLIS 
Hubbell Building, DES MOINES, 1OWA 








yous C. HARVEY | 
CONSULTING ACTUARY 
Chemica! Building ST.LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 
surance ay ~ <a The Law of 
Inguraoce a Specialty. 
Colcord Bidg. OKLAHOMA ciTY 


A it, 


1523 Association Bidg. 
Telephone State 4992 








NITCHIE 
ACTUARY 


19 S. LaSall 
CHIC eas 











Comsuttine Actuary 
402-404 Kraft Buildin 
ES 1OWA 


DES MOIN 


ae S. WITHINGTON 
Te @ sleet 3761 








Actuaries & Examiners 
600 Gates Building 
Kansas City, Mo. 


OHN E. HIGDON 
OHN C. HIGDON 

















Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 
inch, one column wide, one time $3.75. 














“All that its 


name implies” 


The 


Square 
deal 


Agency Contract 


Write for particulars. 
Nat hrwenal 


neurance mpany 


Home Office, Madidédon, Wis. 








NEW YORK 





The 62nd Annual Report shows: 
Premiums received during the 


Payments to_ Policyholders_ and 
their beneficiaries in Death 
Claims, Endowments, Dividends, 





($642,638 in excess of the amount 
required to maintain the re- 
serve) 
Actual mortality experience 53.44% 
of the amount expect 
| 223 





Insurance in Force.....sccccsecsees i 
Admitted Assets ......... Lesseesees 
| FOR AGENCY APPLY 7° 
W. A. + BRUEHL & SONS 
eneral Managers 


Central and pe A Ohio and Northern | 


Kent 


tucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 


| 
CINCINNATI, OHIO 
| HOYT W. GALE 


General Manager for Northern Ohio 


229-233 Leader-News Building 
CLEVELAND, OHIO 


| HOME LIFE INSURANCE Co. — 
WM. A. MARSHALL, President 


WERE Tibavcccannansensanncoecesese $6,990,547 


ik: . -dtencneenandedeucmuateansenes 4,740,340 
Amount added to the Insurance 
BOOSTCS FUREBccccceccccececccces 2,121,307 | 
| Net Interest Income from Invest- | 
CED wceciiamnwiseenasonenevbnenand 1,964,050 














FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 


has just issued o very interesting booklet 
“Suggestions for Increasing 


Your Income’”’ 





and would be pleased to send a copy to every 


Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 














Rates Reduced 





Premium rates reduced 
September, 1920. 


All leading forms of poli- 


cies written. 


Best of contracts toagents. 
Twogeneral Agencies open 


in Iowa. 


Write for information. 
LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, lowa 











THE NATIONAL 


MAY NULLIFY CLAIMS 


SAY WILSON “FIRED” HIMSELF 


Absence from State Without Leave 
Called Equivalent to Resig- 
nation from Office 


DENVER, COLO., April 11.—That 
Earl Wilson “fired” himself as insurance 
commissioner and that he no longer 
has any claim upon the office, even 
though all the courts in the land should 
hold that he is the commissioner, . is 
the contention of the members of the 
state civil service commission. 

Mr. Wilson left the state a week ago 
last Saturday and went to California 
without ome leave from ‘oe gov- 
ernor for the trip. This, the members 
of the commission say, automatically 
removed Wilson from the service of the 
state. They call attention to Section 
5 of Rule X of the civil service regula- 
tions as proof of their contention. This 
rule reads: 

“Absence without leave for a period 
of five days, unless it can be subse- 
quently shown that such absence was 
unavoidable, may be construed as a 
resignation.” 

A report current at the statehouse 
that Mr. Wilson had gone to California 
to accept a lucrative position offered him 
by an insurance company, was denied 
by Norton Montgomery, one of his at- 
torneys. Mr. Montgomery declared 
that though he was not aware of Mr. 
Wilson’s present whereabouts, he 
knows that he had left the city for 
only a few days. It is said that Mr. 
Wilson went to Sacramento to visit a 
brother. 


HOLD JOINT AGENCY MEETING 


Representatives of Central Business 
Men’s and Great Northern Life 
in Conference at Milwaukee 


An agency meeting of the Great 
Northern Life and the Central Business 
Men’s was held last week at Milwaukee, 
this being the first joint meeting of the 
two companies’ forces since the recent 
consolidation. General agents, district 
managers and field men attended. John 
A. Sullivan, vice-president, presided at 
the first session and welcomed the rep- 
resentatives. Other speakers included 
Mark Schofield, general agent at Wau- 
sau; Arthur Stez, district manager at 
Watertown, and Edward Oertel, field 
manager at Wausau. James A. Fetterly, 
general agent at Milwaukee, talked on 
the relations of the company with the 
field men, comparing the situation as 
that which exists between the mercan- 
tile firm with its salesmen on the road. 
Psychological methods of closing a sale 
were discussed by Harry R. Trieg, 
agency director at Madison. 

C. O. Pauley of Chicago, secretary of 
the Great Northern and the Business 
Men’s, presided at a luncheon given in 
honor of H. G. Royer, president of the 
two companies. At the business session 
following, James A. Fetterly was chair- 
man. The meeting was featured by dis- 
cussions of accident and health under- 
writing, F. C. Johnson, general agent 
at Fond du Lac, making an address on 
Conservation of Accident and Health 
Business. Dr. Groose, Beaver Dam; 
John A. Sullivan, vice-president, and Ira 
Parker, actuary, also appeared on the 
program. 


Death of D. M. Stephens 


9 


Dallas Maloney Stephens, aged 25 


years, general agent of the Reliance Life 
at Wilkinsburg, Pa., died on Monday. Mr. 
Stephens was a graduate of Allegheny 
college, Meadville; and in his senior year 
was editor of “Old Allegheny.” During 
the World War he served as an ensign 
in’ the navy. 
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New Policies, Premium Rates, Dividends, ae ‘Values and all Chien | in 


Policy Literature, Rate Books, etc. 


Supplementing the ‘Unique Manual-Digest”’ 


and “‘LittleGem,"’ Published Annually in May. PRICE, $3.50 and $2.00 respectively 
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New England Agents 


New England Mutual Life 
| Insurance Company 


Boston, Massachusetts 


New Insurance Paid-for, 1921. . 
| Gain in Insurance-in-Force . . . 
Total Insurance-in-Force . . . . 


. $82,072,020 
48,641,846 
609,415,082 


Write Persistent Business 
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BUSINESS OUTLOOK 
FOR THE YEAR 1922 


(CONTINUED FROM PAGE 7) 
“Then, if he was a thinking man, he 
took his pile of no-good securities and 
figured up bow much life insurance se- 
curities he could have bought with the 
money invested in them. 

“Now, then, if you admit that our 
business has proven itself to the old 
policyholder, you must admit that it 
has proven itself to the man who would 
never buy life insurance. 








Proven to Other Business 


“The life insurance business has also 
proven itself to every other business. 
The past five years, more than any 
other period in the history of the world, 
have proven the outstanding leadership 
of life insurance above all other busi- 
ness activities of whatever nature. 

“During the four years from 1917 to 
1921, while the life insurance com- 





panies were carrying the heaviest and 





to take sometime. 





W. T. GRANT, President 


17,651 CLAIMS PAID IN 1921 


Most of the 17,651 claimants to whom we paid indemnity of $1,107,- 
718.38 for loss of time from injuries or illness are still adding regularly to 
their life insurance. These drafts are delivered by our own salesman ready 
to avail himself of a cordial introduction to the claimant’s friends, or to 


—_<_ 
(as) will issue during 1922. 
satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 


provide the claimant himself with the additional life protection he intends 


We can use more good men to help deliver the 20,000 claim drafts we 


If you want to make MORE MONEY a letter with 


KANSAS CITY, MISSOURI 


most unusual burdens they have ever 
been called upon to carry, as a result 
of the war, the flu, and no price in- 
crease, every other line of business ac- 
tivity was having a gala time. The 
banker, the manufacturer, the whole- 
saler, the retailer, the farmer and the 
cattleman were all making money, 
doing more business, spending more 
money and getting rich faster than ever 
before in the history of the country. 
Then beginning in 1921 all these busi- 





nesses, as well as the life insurance 








To the Man Who Is Willing 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 





and WILL 


the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE - 


President 
Beaumont, Texas 


business, were hit by the reversal of 

business conditions and the ensuing 

hard times. One year of adverse busi- 

ness back where they were before the 

prosperity started, if not farther back. 
Life Insurance the Strongest 


“Now consider the life insurance 
business. It had no long four-year 
period of prosperity. During those four 
years it had not even a normal period 
of prosperity. During those four years 





it was carrying a burden which it had 





Ordinary Life........ ... -$21.02 
20 Payment Life......... 31.12 
20 Year Endowment...... 44.82 
eee, eee 35.71 


Endowment Age 85....... 22.37 


Rates per $1000.00, age thirty, includes Double Indemnity for accidental death from any cause 
and a premium waiver with $10.00 monthly income disability. 


Endowment Age 50....... $44.82 
Endowment Age 55....... 33.15 
Endowment Age 60....... 29.52 
Endowment Age 65....... 25.78 
Endowment Age 70..... .. 20.42 


District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 








DALLAS, TEXAS 


The Progressive Company of the South 


HARRY L. SEAY, President 








never before in its history been called 
on to carry. During the year 1921, the 
last year of the five-year period which 
we are considering, the life insurance 
companies faced the same adverse busi- 
ness conditions which every other busi- 
ness faced. In spite of the fact that 
the past five-year period has been one 
long excessive burden for the life in- 
surance business, the actual facts will 
show that there is scarcely a life insur- 
ance company in the United States to- 
day which is not in better, more sound 
and more favorable condition than it 
was in January, 1917, when the five- 
year period began.” 





State Life in Kansas 
The State Life of Des Moines, Iowa, 
has been licensed to transact business 
in Kansas. O. C. Anthony will have 
charge of the agency as state manager. 
He has been in the insurance business 








thus standardizing and conse: ving the business, 


10 So. LaSalle St. 


CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 


increasing the income, preventing lapses, and keeping 


the policyholders satisfied, and at practically no expense to the Companies. is 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 


Chicago, Illinois 


for a number of years, and was for- 
merly connected with the Union Life & 
Accident of Lincoln, Nebr. as manager 
in Kansas. His agency produced ap- 
proximately three-quarters of a million 
for the Union Life during the past 12 
months, 

The State Life is preparing to file for 
admission in several other states in the 











near future. 





MINNESOTA MUTUAL RECORD 


Production to Date Exceeds That for 
Same Period in 1921—March 
Total, $2,698,000 


The Minnesota Mutual had a splen- 
did production in March, ending up 
with $2,698,000. The production of the 
company to date this year exceeds its 
1921 record. The Minnesota Mutual 
insists that its 1922 production will sub- 
stantially exceed the splendid record 
set in 1921. 

Vice-President T. A. Phillips and 
Second Vice-President O. J. Lacy 
spent a part of March visiting agencies 
in the East. The Minnesota Mutual 
has entered several new states and Mr. 
Lacy will be busy during the month 
appointing general agencies in some of 
the states newly opened, besides visit- 
ing some ot the company’s established 
agencies, 


Anderson in Los Angeles 


Chris. H. Anderson, a prominent 
member of the Darby Day, Chicago 
agency of the Mutual Life of New 
York and the C. J. McCary agency of 
the Penn Mutual, arrived in Los 
Angeles a few days ago and expects 
to spend about two weeks in southern 
California, devoting the time mainly to 
recreation and sight-seeing. 





Russell to Visit Europe 


John Newton Russell, Jr., manager 
of the home office agency of the Pa- 
cific Mutual Life, expects to leave on 
a trip to Europe the latter part of the 
month. He will be accompanied by 
Mrs. Russell, and they are planning to 
visit the Scandinavian countries, as well 
as England, France and Germany, the 
trip lasting about three months. Asso- 
ciate Manager John H. Russell will 
have charge of the agency during the 
absence of his father. 





Extend Louisiana Activities 


The Jefferson Standard Life is plan- 
ning to enlarge its activities in Louisi- 
ana. Secretary W. T. O’Donohue has 
been on a trip through Tennessee, Mis- 
sissippi and Louisiana, including New 
Orleans in his itinerary, in order that 
he might lay the foundation for the 
establishment of a branch office in the 
Crescent city. The company is already 
admitted to Louisiana, agents working 
the northern section of the state being 
under the control of the company’s 
Memphis branch office. 


Lincoln Insurance Meeting 


The importance of Lincoln, Neb., as an 
insurance center is to be emphasized by 
an organization to be made up of all of 
the representatives of all of the compan- 
ies, The preliminary meeting will be 
held on the 17th at the chamber of com- 
merce, and it is planned to later have a 
banquet or some other form of enter- 
tainment. The initiative in the matter 
was taken by the insurance subdivision 
of the chamber of commerce, and is an 
effort to unify all of the insurance inter- 
ests, get the men selling the various lines 
acquainted and secure a community of 
interest that will not only be of benefit 
in an insurance way but will attract pub- 
lic attention to the importance of the 
business to the city itself. 





PAN 


Net Admitted Assets, Dec 


31, 1921 





. 31, 1921. .$10,007,098.20 
New Insurance Paid for 1921........ 
Paid for Insurance in Force December 


AMERICAN LIFE 


NEW ORLEANS, U. S. A. 


20,444,282.00 


87 ,648,741.00 


T 


ization. 
write to us. 


Address: E. G. SIMMONS, Vice-President & General Manager, 


INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 


partment has broadened our already excellent service to our agency organ- 


New Orleans, U. S. A. 


HE Pan-American writes a complete line of Accident and Health Policies 
which are modern and up-to-date in every respect 


We wish to establish ten new general agencies 


Our Substandard De- 


If you are interested, 
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| MODERN BUSINESS GETTING METHODS | 


Weekly Benefits Under Accident Policy the ecythe chowld call for you tonight. | the snement Io hardly a tune np wand 
Used as Basis to Show Prospect What ee ee se ee ee ee ere 








Hi if | N d R I] “A $3,000 practice is go! all that Good Will Valuable Asset 
is lef cond-hand set of tools 
is Life Insurance Needs Really Are s left is a second-hand set of a ll cians ai aad 
She has $4,000 of lite insurance tron ait f 4] } » more vals 
Wlit O tiie yUSsSINess S eve! ore ‘ - 
BY GEORGE W. McCLUNG which she must pay vour funeral ex- ae — . 
sas te tee - able than t physical assets, and if a 
renses and the ills which you would ' ” 58: 
cK cern < r its doors it is conceiv- 


| AVE you ever ittempted to talk » 600 ' F 1 nt on $52,000 2 7 2 osed 1 | 
d a ‘ >2,0 per year 1S vo percel on +4 26 . + . 
the leave unpaid. able that the good will which has taken 


to a man who was polite enough; In other words, you rent incom / ite x will 1 
"en is W ¢ Li rel W ) \\V ¢ +1 } . 41 . 
tne uSsINCeSsS irty vears to establish 








to stand somewhere in your im-| of $52,000 in order to protect yourself lent upon her for t least te , 

mediate vicinity, but whose mind was | against a non-productive period in your , ” o can be lost in thirty days to the ultimate 

out on the golf links, or back at his| life that will probably never be more een oe ne disadvantage of all parti 
desk, or out in the front of the store| than a few weeks at the most, and may nook Emenee make as Sea son And what of the widow? What are 
lambasting some boneheaded clerk? never come. toa ae pe me etry * si ge ea a her chances of realizing her equity in 
Have you? ; Ce a a 1, “ r, +y eae her husband’s share of the business? 
, = a Good Business, but a eS . ' ‘| She will suffer just as much as the sur- 
Of course you have—captivating and Isn’t It Selfish? surance will be ut vivor at a forced sale, and the fund 
persuasive as all of you really are, you , “She must supplat ome from| which her husband had hoped might 
sometimes talk without holding your “Now I agree that it is good business | your estate by incon m her own | prot t her again t want i " dissig ted 
prospect’s attention. . for you to do this, but isn’t it a selfish | jabor. ae "a eh i oa ry a 

thing to rent the income ot such a large “She taces T ustment period — “6 ee S ee eS oe 





’ > . 2 . . var " 
What's to Be Done?—Quit fund for yourself, covering a contin-| with a heavy heart id without yout Solution Is Business Insurance 


Talking or Jolt Him hax "Woueggesnnt = 
. J gency that may never arise, when you | help and counsel. Che solution of these difficulties is a 


Now when you find that Mr. Pros-! carry only $4,000 on life insurance to ‘fe insurance ; he ! 
be ar : Mr. ( ence y a ik hildren, | Rent Her an Income life insu ance policy on the life of each 
pects mind has left the path you want] protect your wite an¢ wo alae : ’ I partner in favor of the business. This 
it to follow, it is t to d »| Remember, doctor, that $4,000 is all you if You Can’t Buy It Te “tang , : w 
i Ww, S up to you to do one l - - 9 SERees "1 , will provide tunds at once to meet the 
ot two things: have provided to replace the econom« “Now. doctor the same business obligation and conserve the business 

: H ¢ ¢ t our lif to Ir | iudemet } rrompts ou te “ar y he 7 
1, Quit talking, which not a one of value of your - your wit udem ac that ,! eOrepes you . Smee for the benefit of the survivor. It will 
awa +9 , “7 - 1 } . : nt insurance ceens . 

you has ever been known to do, Four thousand dollars will earn your | health and ac« a Soar and Kee] issure the widow a ready market for 
2, Jolt him with another sort of verbal | Widow the magnificent sum of $4 per} you renting a hom , = - you can al-| her interest at 100 cents on the dollar, 
battering ram. | week Is that quite fair, when you ord t one ould prompt you! will inspire the creditors and banker 
| with additional confidence; the note that 


The ideal life insurance salesman 
(who probably does not exist), finds 
out before he goes to a prospect just 


. ° ‘ ] - - » Le st] . . . . 
George W. McClung is assistant manager of the Kansas agency of the S - “ the bank w - be ren we d; the 
' order that was placed a month ago is 


Aetna Life, with headquarters at Topeka. In this address, delivered at the alae. denieed tear diene Ute dun 























what his age is, the amount of insur- ss 
tte .. onegress at Wichita, he presents a novel method of approach a ene OE ge a , “6 ‘pg 
ance he carries, the number of wives Kansas Sales C ngre P “4g : app we it fj +: het « eciart d, To him that 
and children he has, etc., etc. Now one and fixing a scale to determine the prospect's insurance needs. ath onell be given,” it was meant He 
of these “and-so-forths” should include eae mage agen ne pen 7 ou 
knowledge of the amount of the weekly | carry $50? Isn’t the thing a little one- to at least rent a larger income for | ™@Y © Sately entrusted with mine 
benefit that he will receive should acci- | cided as it stands?” | your widow during the readjustment Harder Tomorrow ‘Than Today 
dent or a cause him the loss of We have the doctor thinking now,| period that she must pass through. rer = =. = - 
4 some time and money ne 7 octors 1e hates vive “And it is so simple—and so inex- me on on 7 wae S 
. it, like all dc rs, he a a nd I raise 2 percent or 3 percent today, how 
Meet Dr. Prospect, 33 Years up; so alter a few minutes t g ne | pensive. much more difficult will it be to se 
i , “Oi . ill right but you know “Wouldn’t vou be 1 ppy to know that : ; . Ww ! et ral 
Old; $3,000 Practice ays: Un, BS al rignt-—om you maow Mow would get the income from | 100 Percent tomorrow? If the two liv- 
“pe + eae ila. ties sl content I can’t afford to carry enough life in your widow would get the income trom | ;,, cannot pay the premium, how can 
a Us Orew bapa 1ypothetica | surance so that the income from it will | $24,000 at 5 percent, payable in monthly either pay the principal? If you can't 
ur prospect Is a dentist, 65 years old, | he incon m mv pract ” | installn luring the years that the % : a va Ss 
. 4 . replace the imcome o 1 ( ct Ss aur Q i¢ al t t ut -_ . 2 a2 . so Sen ann 
who enjoys a practice of $3,000 per year I : children will be dependent upon her? ay asid this nominal sum, he ven help 
He is the first husband of one wife and | Rents Protection “And will be willing to pay about ie widow when she has to collect her 
they have two stalwart sons, ages 6 and Against Accident eicht-tenths of 1 percent interest on | ?°./0" I 
; ; Bin — . oe iin ms : See we : Ss . ; ‘ ihe position of the survivor may be 
‘ (Always reter to tage prospect s | Chen vou reach over into your mental | $24,000 in order to provide her a 5}. mmed ur follow Get the money 
s ‘ — . ‘ . mm ae ; =» i up lo mW n yn . 
—_ as <a and _ daughters as | card index and hand hit this one:] percent income on that amount -- mt aan on teul The appeal } 
charming. e carries but $4,000 of | «Doctor. d ur n home?” ihn eg te — — “ 
‘alt . ? | octor. do you own your own hom« a lwave to the : — 
life insurance of which $1,000 is fra-| «x, f rent a house at $50 per month.” Your Ideas Are Only ilway » the surviv 
ternal. He is also paying the prem- | Fis e: we wanted the doctor to step Ones of Value to You Experience With One Partnership 
iums on a $1,000 endowment policy for te +t Ege, e little = m he ear “Ves” vor re 
— sei  € 14 | right into that, didn’t we Do a littl And when he ys “Y« you a I shall never forget the first firm I 
his wife, and he is carrying some build mental arithmetic right quickly; $50 dv to show him either a monthly in Hed - , : 
Il bile a ritiic 4 me tt MICAS) , , Cal mw . . y i { ol o outline ) t eri I< 
ing and loan stock that costs him $60.00 | . — - 1; traioht li bl — : a fase Mae 
He j ny -| per month, $600 per year, 5 percent in- | come policy or a straignt policy payadle | anc, Chere were three partners, two 
rez a aso $ - oO ° al ! V pa , 
a =, ‘ : . Ma c a member of | terest on $12,000 under that option which will provide | were married: 1 happened to strike the 
1e V : 4 ub an an off ro ain wT . ndlor fae ith netallmen for mited , Tl : 
tl peng oy _— 2s . , Reo Then you are paying Mr. I dlord or! onthly mstaliiments or 1 limited Ingle one I out ned mv proposition 
1e Lions iubd. e Carries ? per 5 percent interest on $12. 000 in order to period of vears He listened attentivel, nd when I had 
week health and accident insurance mer 1¢ | familie from @ . 1 ntended that the see ter ge He et teg “a i . a in 
y oan - . protect yourself and family fron 1e ive always cont aq oncluded informed me that they didn't 
He a home he lives in at $50.00] (agus ‘of the Kansas weather. You| only idea that is worth a whoop to you mond te T aaeaed esitts tiles 
per mon i. f st ire renting protection for vyourself| is your idea I doubt vo can use “You don’t need this proposition to- 
Now let us go over to his office; I + th non-productin mine. but there mav be the germ of | daw any t} le 
phoned to him last night and arranged } | ~ omen ann Wan. mon ¢ dea in this talk that has settled into | +... + the — a— aft. = oe 
for you to see him at 2:45 today cceeiiataiineie all Be pres’ Ae | ne Gale ait te Ke By. —— > this . ference ro 
. ~ protection ) a root u OTs ell ndertake \ ! 1 } 
Having arrived there, we flaunt our}! wees cam haw o heme of vet + wee 1 TI hone that it er , ’ . . 
° ° » ° Ss 1 can uy nol ot O \ S l I ype ’ 1 
tempting merchandise | re his eyes “ie ' : Roots apne 6s : 
pting a . lise ocrore 7 Suppose that the wom nd grow and grows, and a ; “Well,” he uid, “I can’t decide this 
but he evades the issue, says he isn’t a aati tan eee witnes'|l anol = mie mititan datters _ , : 
. wanes . 4 -- | your wilt iy shou ye your widow Kes yo oe . 0 | alone, come round in thirty days; in 
going to put any more money into life Pr ‘ il tal ' h th 
. s 9 ° } the meantime Wil ft . ! up t 
insurance now, and that’s all there is to| " | pe Ape deta 
it; and straightway his mind leaves us, age oe 





even though his body is still there 
one ot the partners 


| PARTNERSHIP AND CORPORATION INSURANCE. || !hirty days later 1 called. Three days 


Something must be done Ses with tl Need! 
Specialist on That Line Tells What It Is and How It Should Be Sold oe ower Wan e flu eedless to 
i the other two got in just as tast 
BY A. H. KOLLENBERG | thev could As I was leav mo ‘ine 


| 

Doctor, How Much 
Accident Insurance? 

' 








“Doctor,” we say, “how much accident | USINESS insurance divides itself] can sell out and divide the procee: I Ste , Sore me they wou lave 
and health insurance do you carry?” B into two classes—Partnership and é in buy out th idow’s interest Sb en thou and of dollars ahead if the; 
“$50 per week.” he replies Corporation Insurance Taking up |! } the mons rie ed n us tl thirt days 
“Why do you carry that, doctor sf | partnership insurance frst | the b- If tl | ess I ! I Widow Must Speak for Herself 
“So that I will have an income if I| sence of any agreement to the contrary, | he is dependent upon it for own 
am laid off on account of illness or acci- | a partnership dissolves upon the death | bread and butter it is not likely he will I had be cit 1 clos end of 
dent.” of any of the partners, and the duties of | be desirous of selling hit If it of a for per 7 e but wa 
“Well, doctor, suppose we do a little | the survivors are to wind up the busi- | job, but unless he has the funds to 1 t nable to do anvthinge with him. Some 
diagnosing: suppose we drop a little | ness for the purpose of settling with | the claims of the heirs this is all he can | time later, learned he took in a part 
arithmetical acid on this matter You | the heirs of the dec d. He has no] do, and a successful business that | ner and went out to see him on partner 
carry $50 per week insurance to pro-| right to continue the business. If he | enjoyed the confidenc f tl mn hip insuran I pointed out to him 
tect yourself against loss of your time.| does so he assumes all responsibility, | nity, the banker, and the creditors that if anything happened to his part- 
in order that when you have recovered | sharing all the losses himself, but must Id for a song: for it is a notorious | ner at this time he would be out of busi 
and are again at work vou will not be! divide the earnings with the representa- | fact that a forced sale is not conducive | s tl tate of the market was 
so badly handicapped because of thg| tives of the deceased. The latter can to profits. His chances of reestablis! uch a forced sale would have bank- 
loss of your income and because of the | enforce an injunction preventing him g¢ himself are mighty sli for the rea- | rupted hit He assured me it wouldn’t 
bills that are sure to collect during a| from continuing the business if their yn that the banker and his creditor be necessary to close the business as 
period of this kind. interest is jeopardized I in no longer have any confidence in| he could form a partnership with the 
“$50 a week is $2,600 a year, and The survivor has two alternatives. He | him. A man whe would risk the accu- | widow, and turned to his partner who 
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24 
nodded assent. I said: “That's all right, 
but the widow can only speak for her- 


self. She could not speak for the minor 
children no judge of probate court 
would permit funds belonging to minor 
children to be invested in an enterprise 
as hazardous this.” (The man had 
no will so the children would get their 
two-thirds.) “You are still under the 
necessity of buying out the children’s 
interest.” 
“Oh well,” 
money ‘at the 
“Fine, pay the bank 6 percent for a 
debt—pay me 3 percent for an asset.” 
They were examined the next day. 
There are but two points to be em- 
phasized in partnership insurance: 


as 


as 


he said, “I can raise the 


bank’.” 


Two Points To Be Emphasized 


1. The imperative need of funds. 
2. What is the cheapest way of pro 
viding those funds? 

One objection you will constantly 
meet in soliciting partnership insurance 
is that the partners have an agreement 
between them which takes care of this. 
They have protected themselves with 


this agreement which their attorney has | 


drawn up and feel that they really don’t 
need my insurance. It is possible at this 
point to spoil a good sale by assuming 
a hostile attitude to this agreement. I 
don’t. I congratulate them on their 


THE 


are no longer actively 
connected with it. But this not the 
big loss to the firm—its biggest loss is 
the loss of that man’s training and ex- 
perience. We may impart ideas to 
others, but judgment is innate an inher- 
ent attribute of its and you 
can no more part with this than you can 
part with your own ego. It is the prod- 
uct of experience and reflection 


of those who 


1S 


possessor, 


Three Factors in Enterprise 


value of brains to 
I use this chart: 

enter into every suc- 
they are Capital, 
Capital isn’t worth 
any more in the hands of the manufac- 
turer than it in the hands of the 
banker. The latter determines its value, 
charges vou 6 percent and calls it in- 
terest. What a concern makes above 6 
percent on its investment must be cred- 
ited to Brains. A firm capitalized at 
$100,000 with profits of $30,000 would 
he its earnings as follows: $6,000 to 
Capital, called interest, and $24,000 to 
Brains. Brains are worth four times as 
much as capital toa going concern, 
Each of these factors is exposed to 
their own peculiar hazard. 

Capital is exposed to the fire hazard, 
and you carry fire insurance to protect 


To point out the 
organization 
Three factors 
cessful enterprise 
Labor and Brains. 


an 


is 


forethought. I say: “Your plan is fine. | your investment. 
There isn’t one partnership in a dozen Labor is exposed to accident and you 
that has made such provision for the | carry compensation insurance to pro- 
future and I am glad to state my plan | tect your investment. 
in no way opposes yours; im fact, But Brains, the most valuable factor 
supplements it of them all, contributing 80 percent to 
Most of these agreements provide | your profit account, and exposed to far 
time. I mean it gives to the survivoi | greater hazards than either capital or 
six months, a year, or two perhaps, te | labor; in fact, it is an organism so sen- 
raise the funds necessary to purchase | sitive it responds to every change in 
the widow’s interests. An arrangement’ weather, so delicate a change in diet 
A. H. Kollenberg, who is with the Mutual Benefit Life at Grand 
Rapids, Mich., is a specialist on business insurance and has been in great 
demand to discuss that phase of life insurance at the various sales con- 
gresses held’ recently. This is the first part of the address given by Mr. 
Kollenberg this week at the Detroit Sales Congress. The remainder of 
the address will be published in next week’s issue. 
of this kind is, of course, better than | determines its efficiency, and yet so frail 
none at all, but it leaves much to be|a single pin prick may cause its disso- 
desired. To withdraw thousands of dol- | lution—this sovereign alchemist that 
lars from a business within one or two | can transmute raw materials into ducats 
years, perhaps less time, might seri- | Ol gold—or if I know the man well 
enough—this goose that lays the golden 


ously handicap the survivor in meeting 
his current bills. If he is obliged to bor- 
bank to meet his current 


row from the 

bills he is again paying 6 percent for a 
debt. I could sell him an asset for 2 
percent, for he would not be obliged to 
borrow this money from the bank if it 
wasn’t for the widow’s claim. So I con- 
tinue: “My plan supplements yours. 
Your agreement gives you time, mine 
gives you the money. The two give you 
a combination which virtually guaran- 
tees that the business shall be yours.” 


Corporation Insurance 


The appeal for corpor ition insurance 


is somewhat different. A firm does not 
dissolve upon the death of any of the 
members. The organization continues 
though the personnel may change. The 
smaller corporations are virtually part- 
nerships except that they incorporate 
for the purpose of limiting their liabil- 
ity. The stock is controlled by the three 
or four members who are actively con- 
nected with the business. If one of them 
passes away the survivors divide their 


earnings with the representatives of the 
who contribute nothing,to the 

the business except the use 
of their money. A concern making 25 
or 30 percent on its investment would 
have to pay that much to the represen- 
tatives the deceased 


for the use of 
their funds when they could borrow a 
similar amount from the bank for 6 
percent. In some instances the heir or 
heirs have ideas of their own how the 
firm should be conducted and attempt 
to intrude on the survivors with a re- 
sult more or less disastrous to the profit 
account. The business should belong to 


deceased 


success of 


of 


those who are active in establishing and 
developing it, 


and an insurance policy 











egg, what insurance do you carry on 
this to protect your investment? If 
you had a machine that would do the 
work your brain does, would you in 
sure it? And isn’t this what your brain 
is—a machine that makes possible the 
profitable utilization of all your other 
machines. Don’t you realize, if your 


temperature goes up 2 degrees your wife 
feverish; if it 


calls a doctor, you are 
goes down 5 degrees she calls an under- 
taker, you are a corpse? There isn’t a 
machine in your plant that is operating 
on so narrow a margin of safety. 
“Mr. Prospect, you are worth thou- 
sands of dollars to your firm.” He in- 
variably smiles. “But I am not flatter- 
ing you. I’ll grant you, as a doctor of 


of languages, 
fourth dimen- 


philosophy, asa profe ssor 
or as an instructor of the 
sion, you probably could not earn a 
nickel, but as the head of this institu- 
tion, familiar with its requirements, you 
are worth thousands of dollars.” 

“Oh, well, they can get someone 
—better than I to do the work.” 

‘True, no man is indispensable, but 
I call your attention to these facts—s5 
percent of the concerns that are organ- 
ized fail, 15 percent succeed. This lim- 
its the field from which you may select 
a suitable The majority of 
these men are satisfactorily situated 
and if you desire their you 
must offer a premium. 

“In time you can undoubtedly develop 
a successor, but you have no assurance 
he would live long enough to pay for 
his development. In short—while your 
concern is spending money to develop 
executive, your competitor is spend- 


else 


successor, 


services 


an 
ing money to develop his business. You 
get letters of condolence—they get 
orders.” 


NATIONAL 


} : ‘ ‘ 
provides funds to buy out the interest 














UNDERWRITER 


How One Agent 
Advises Big Holders 


NE life man in giving advice as to 
the payment of premiums, espe- 
cially to large policyholders, suggests 


that during this period of high income 
taxes, the provision in the policy per- 
mitting loan values to be used to meet 
premiums be taken advantage of. This 
advice, of course, only given cau- 
tiously to men having large premiums to 
meet. Suppose a man has to pay a pre- 
mium of trom $5,000 to $10,000. His 
drawing account in his business has to 
be made sufficient to cover this pre- 
mium payment. Yet in drawing that 
much more salary, his income tax is 
greatly increased. When he pays his 
premium, he therefore is paying actually 


is 


more than $10,000 if one’s taxes are 
counted. The feeling is that the high 
taxes will eventually be reduced and 


that the loans can be repaid. If he does 


not have to draw a larger salary to 
meet his premium the percentage of 
his surtax will be much less. 


Insurance Has Increased Expectancy 


of the 
normal 
in 


one 
the 
39 years 


has been 
increasing 


“Life insurance 
chief factors in 
expectancy of life from 
1855, to 50 years in 1910.” 

So the Minneapolis Rotary Club was 
told by Dr. Henry W. Cook, vice-presi- 
dent and medical director of the North- 
western National Life. 

“At the present rate of increase,” con- 
tinued Dr. Cook, “children born in 1930 
will have an expectancy of 60 years. 
Compared to this record in the United 
States, it interesting to note India 
has an expectancy of but 20 years, and 
Italy an expectancy of 30 years.” 

Dr. Cook advised annual physical ex- 
aminations of an individual to ward off 
disease, instead of waiting to have to 
cure difficult cases, and commended the 
attitude of many life companies in giv- 
ing free annual medical examinations to 
policyholders. 


1s 


Report Interest Rates Falling 


insurance companies which 
are especially interested in farm mort- 
gages report that interest rates on this 
class of security are falling. Loans 
are now being made at 6 percent plus 
the agent’s commission. A few 
months ago they were 6% and 7 per- 
cent Improved financial conditions 
which have enabled liauidation of debts 
and a falling off in the mortgage field 
are partially reasons for decrease. An- 
other factor is the increased demand for 
tax free bonds and securities and a 
consequent lessening in the demand for 
mortgages. 
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To Meet at Excelsior Springs 
The midwest general agents and man- 
agers of the Union .Central Life will 
hold their annual meeting at Excelsior 


Spring, Mo., April 17-19. President 
Sage, Medical Director Dr. Muhlberg. 
Superintendent of Agents Hommeyer, 
and Assistant Secretary Howard Cox 
will represent the home office. 


Cleveland Agency’s Good Record 

William R. Stewart, Cleveland, gen- 
eral agent of the Connecticut General 
Life, recently entertained his men at a 
dinner as a recognition of the business 
they produced during March and which 
as a compliment, was dedicated to him. 
The goal was at $500,000 for the 
month, but the men were not satisfied 
with that amount and turned over to 
Mr. Stewart applications for $559,000 
new business. 


Life 


set 


Western Life to Rebuild 


The Western Life of Des Moines an- 
nounces that it will start reconstruction 
of the building destroyed by fire Christ- 





April 13, 1922 


| mas Eve, about May 1. The new struc- 


| ture will be five stories high and will 
| cost in the neighborhood of $100,000. 
It will be located on the site of the 


former building, 620-622 Sixth Avenue. 
The Western Life will have its offices 
on the fifth floor. 





Western States Life Convention 


$100,000 Club Convention of the 
Western States Life of San Francisco 
will be held Aug. 28-30 at the Yosemite 
National Park. The Western States 
Life showed $1,000,000 new business 
gained in paid-for business the first 
three months. 


The 


Dr. Simon Joins Standard 


Dr. Frank Simon, medical director of 
the Commonwealth Life of Omaha, has 
been appointed medical director of the 
Standard Life of St. Louis. He has 
moved to St. Louis to take up his new 
office, but will continue as medical di- 
rector of the Commonwealth. 





Getting the Business 

Jackson Maloney, vice-president of the 
Philadelphia Life, announced Monday to 
the Plico Club that $750,000 in new busi- 
ness had been produced in the first week 
of the “Boost Philadelphia and the Boost 
Philadelphia Life Campaign.” William 
L. Megary discussed business insurance. 


STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACT OF CON- 
GRESS OF AUGUST 24, 1912 

Of the National Underwriter, Life Insur- 

ance Edition, published weekly at Chi- 

cago, Ill., for April 1, 1922. 

State of Illinois, } on 

County of Cook. _ 

Before me, a a Public in and for 
the State and county aforesaid, person- 


ally appeared John F. Wohlgemuth, who 


having been duly sworn according to 
law, deposes and says that he is the 
business manager of The National Un- 
derwriter, Life Insurance Edition, and 
that the following is, to the best of his 
knowledge and belief, a true statement 
of the ownership, managerment (and if 
a daily paper, the circulation), etc., of 
the aforesaid publication for the date 


required by 


shown in the above caption, 
the Act of August 24, 1912, embodied in 
section 443, Postal Laws and Regula- 
tions, printed on the reverse of this form, 
to-wit: 

1. That the names and addresses of 
the publisher, editor, managing editor, 


and business managers are: : 
Publisher, The National Underwriter 


York. 


Co., Cincinnati-Chicago-New 

Associate editors, H. J. Burridge, F. A. 
Post, Chicago, Il. 

Managing Editor, C. M. Cartwright, 
Evanston, Ill. 

Business Manager, John F. Wohlge- 
muth, Hinsdale, Ill. 

2 That the owners are. (Give names 
and addresses of individual owners, or, 
if a corporation, give its name and the 
names and addresses of stockholders 
owning or holding 1 per cent or more 
of the total amount of stock.) The Na- 
tional Underwriter Co., Cincinnati-Chi- 
cago-New York; E. J. Wohlgemuth, Cin- 
cinnati, Ohio; John F. Wohlgemuth, 
Hinsdale, Ill.; R. E. Richman, Cincinnati, 
Ohio; G. W. Wadsworth, Chicago, IIL; 
Cc. M. Cartwright, Evanston, Ill.; H. J. 
Burridge, Chicago, Ill.; H. M. Diggins, 


Cincinnati, Ohio. 
3. That the known bondholders, mort- 


gagees, and other security holders own- 
ing or holding 1 per cent or more of 
total amount of bonds, mortgages, or 
other securities are: (If there are none, 
so state.) None. 

4. That the two paragraphs next 
above, giving the names of the owners, 
stockholders, and security holders if 
any contain not only the list of stock- 


holders and security holders as they ap- 
pear upon the books of the company but 
also in case where the stockholder or 
security holder appears upon the book 
of the company as trustee or in any 
other fiduciary relation, the name of the 
person or corporation for whom such 
trustee is acting, is given; also that the 
said two paragraphs contain statements 
embracing affiant’s full knowledge and 
belief as to the circumstances and con- 
ditions under which stockholders and 
security holders who do not appear upon 


the books of the company as trustees, 
hold stock and securities in a capacity 
other than that of a bona fide owner; 


reason to believe 
association, or 
direct or 
or other 


and this affiant has no 
that any other persons, 
corporation has any interest 
indirect in the said stock, bonds, 
securities as so stated by him. 
John F. Wohlgemuth. 


Sworn to and subscribed before me this 
31st day of March, 1922. 
Edna Nason, 
(Seal) Notary Public. 


My commission expires Oct. 31, 1925. 
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NEW HOME OF THE GREATEST ILLINOIS COMPANY 
Corner Lake Shore Drive and Scott Street 
Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


Admitted Assets, December 31, 1921 ........ 2... 6c ccc cece $19,413,846.72 
Payments to policyholders and beneficiaries since organization 21,566,983.06 


FIVE YEARS RECORD 





ate ed | Year Ending Dee. 31, 1916 | Year Ending Dee. 31, 1921 ; INCREASE 

Interest Income..| $ 620,562.65 | $ 991,613.43 $ 371,050.78 
Premium Income. | 2,419,486.91 | 3,818,060.43 1,398,573.52 
Admitted Assets..| _ 12,946,337.03 | —_19,413,846.72 6,467,509.69 


Insurance in Force | _80,280,589.82 | 136,485,045.27 | _ 56,204,455.45 


ILLINOIS LIFE INSURANCE CO. 


CHICAGO 


James W. Stevens, President 


GREATEST ILLINOIS COMPANY 












































Hitting the High Spots 


The time when agents could 
make a happy-go-lucky living 
by skimming along, just hitting 
the high spots, is gone, probably 
forever. A man has to make 
his high spots now—has to build 
them up out of a multitude of 
smaller opportunities that he 
overlooked when he was giving 
most of his attention to resting 
between jumps from one spot 
that just happened to be there, 
to another. 


To red-blooded men this con- 
dition is not an occasion for sack- 


cloth and ashes. They hit just 
as many high spots as ever— 
and derive moresatisfaction from 
building than from flitting hap- 
hazard over those made by 
chance. 


They find the Central Life re- 
markably well fitted to help them. 
The Company is thoroughly in 
accord with their attitudes, and 
is right with them in building 
more high spots than would be 
possible under any arrangement 
of chance. 





OTTAWA, ILLINOIS 





